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DAILY ADDENDUM 


View of Daily Addendum Bureau at C&P Tele- 
phone Co. in Charleston, W. Va. Information on 
changes in listings is received via teletype, 
typed on cards, filed with other changes, and 
photographed on camera. Film is then processed, 


exposed on plates and the information printed 
on duplicating equipment for distribution to 


the various offices. See page 20 for story. 
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‘“*THERE 1S NOTHING FINER THAN A STROMBERG-CARLSON"”’ 


Of course 


your subscribers want 
high-performance telephones 
in modern styling 


and Color that will complement their homes or offices. 
So you'll want to install Stromberg-Carlson’s 500-type instrument 
with transmission and reception quality second to none. 

You'll do yourself a favor, too, in trouble-free operation. 

These quality instruments are engineered with the simplicity 
of interchangeable components. They're made of the finest 
materials, toughest plastic housings, rugged and performance- 
tested for many years of constant use. 

A full range of modern colors is available, too—a choice of 10, 
plus black or white. Also: compact wall phone with many 
interchangeable components simplifies your parts inventory. 

Your Stromberg-Carlson representative will gladly explain in 
detail how to boost your profit with our 500-type instruments. 

In Atlanta call TRinity 5-7467; In Chicago STate 2-4235; 
in Kansas City HArrison 1-6618; in Rochester HUbbard 2-2200; 
in San Francisco OXford 7-3630. 


STROMBERG -CARLSON 
a oivision ofr GENERAL DYNAMICS 





FLASHES 


SCOTLAND YARD GETS ITs MEN! The extent of the com- 


munications network which enables England’s famous Scotland Yard 
to function so smoothly and quickly is vast, and while only a 
glimpse of its size will probably ever be revealed, a few interesting 
facts are known which hint that the Yard is well prepared for a 
communications emergency, if there should be one. 

The legendary Scotland Yard main force of more than 1,000 men 
works closely with a Metropolitan Police Force, which commands 
some of the most highly trained detectives in the world. 

Among these giants of crime detection is a choice group of 80 
men known picturesquely as the Flying Squad, who may be dis- 
patched by radio in actual squad cars, or who may take various 
disguises and go about in cabs or nondescript cars. 


It is said that these men are very close to the heart of the under- 
world. They frequent its clubs, drink with, and have friends among 
the members. When a crime is committed, their channels of in- 
formation are often fed by tips from the crime world itself. 

Scotland Yard is said to have one of the finest fingerprint de- 
partments in Europe. A report on a print can be had within seconds 
after it arrives at the Yard, where there is a record of any person 
who has ever been in police hands. 

The latest devices are used in tests. One of the truly fabulous 
ones is the epidiascope. This device can take a single hum~ 
flash it on a screen, enlarge it a thousand times, and thus {..idi* 
a valuable piece of evidence for conviction of a criminal. 


Of course, Scotland Yard makes extensive use of the telephone, 
but it also has its own shortwave radio station. If all the telephone 
exchanges in London were put out of action, even this would not 
cripple the Yard communications-wise. The Metropolitan Police 
would be in touch by radio with all branches, including the Flying 
Squad cars, and also could be in touch constantly with the head- 
quarters of nearly every European police force. 


Small wonder that few crimes go for long undetected! 


THE ULTIMATE ... THE BASIC The Northwestern Bell re- 
ports that a St. Paul, Minn. newspaper columnist telephoned the 
Red Cross regional blood center, only to hear a cheerful voice 
answer the call with “Sanitary Farm Dairies.” 

As is usual in such situations, there was stammering, but at the 
dairy end, the voice rose confidently to handle the confusion. 

“But,” said the columnist, “I’m calling the Red Cross blood 
center.” 

Dairies answered, “Their number is CA 4-4981, and our number 
is CA 4-4991.” 


“Thank you, miss.” 


. and remember, for rich, red blood, 


“You’re welcome, sir . . 
drink a glass of milk.” 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Department of TELEPHONY of change of address. Change 
cannot be made without the old as well as the new address. 
Allow three weeks for change of address to become effective. 
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THE TONE THAT HANGS THE PHONE 


The Lorain Howler’s unique tone can’t go unheard, 
can’t be mistaken for any familiar sound. It begins 
softly on a high note, gradually declines in pitch while 
it increases in volume. It covers the full frequency 
range where both ears and receivers are most sensitive. 


SAFE FOR EAR, SAFE FOR EQUIPMENT 


The slow increase in signal volume allows plenty of 
time for removal of the receiver from the ear. And 
the Howler’s distinctive tone can be sent out ata 
much lower voltage than is customary, protecting 
against damage to receivers or cable cross-talk. 


EASY START, AUTOMATIC STOP 


The Howler is plugged into the line at the protector 
frame or test desk. A push-button ora remote key starts 
it. A relay automatically stops the Howler and restores 
the line to service when the receiver is replaced. AC 
and DC input. Signal output: 0 — 40 volts, 2.5 watts. 


THE ONLY COMPLETE LINE OF POWER EQUIPMENT FOR COMMUNICATIONS 


BEPLORAIN 2eciets Byoracinn 


our equipment 
is sold through leading 
telephone distributors 


JANUARY 16, 1960 


1122 F Street 


Lorain, Ohio Phone: ATiantic 8-9191 





4 
4 
? 
z 
¢ 

















Are you operating a 
telephone company 
Or an antique shop? 


Remember the “old” telephones? Where do you see them today? 
In antique shops! They are collectors items—museum pieces— 
nostalgia nudgers! 


And what about the telephones you’re buying today? If you're 
buying Ericofons, you're getting the only modern telephone on the 
market. If you're still’ buying old-fashioned two-piece phones, you’re 
buying ‘‘built-in obsolescence”— it’s only a matter of time now 
before these phones, too, become “antiques,” museum pieces. The 
Ericofon will still be.modern long after “today’s” phones are only 
memories! 


Next time you buy teléphones, stop and think—think hard—do 
you want to buy instruments that are already becoming obsolete? 


When you order telephones, order Ericofons—the only modern 
instruments in the world today—and: available only from 
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AERIAL AND DUCT TYPE 


DIRECT BURIAL TYPE 


PHELPS DODGE TELEPHONE WIRE 
THE “MINE-TO-MARKET” QUALITY 





| Exchange Area Telephone Cable = 
Bin fae eae erg + - 


a 


This Phelps Dodge cable, designed for aerial, duct and 
direct burial use, has a lightweight, thermoplastic 
construction—including fully color coded conductors-—that 
makes handling easier and cuts installation time. 


Exceptionally fine electrical properties and superior 
resistance to moisture, weathering and abrasion are assured 
through the use of highest grade materials, skilled 
workmanship and manufacturing experience. 


The controlled craftsmanship and high quality of Exchange 
Area Telephone Cable are typical of the entire line 
of Phelps Dodge telephone wires and cables including: 


= Self-Supporting Telephone Cable 

= Rural and Urban Distribution Telephone Wire 

= Interior Telephone Cable 

= Rubber-Insulated Lead-Sheathed Telephone Cable 
= Paper-Insulated Lead-Sheathed Telephone Cable 
= PD-Tel Wire 
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LINE ! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 
SALES OFFICES: Atlanta, Birmingham, Als., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, 
Denver, Detroit, Fort Wayne, Greensboro, N.C., Houston, Indianapolis, Jacksonville, Kansas City, Mo., Los Angeles, Memphis, 


Miiwaukee, Minneapolis, New Orleans, New York. Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San 
Francisco, St. Louis, Seattle, Washington, D.C. 
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Revenue immediately increased 51 per 
cent at this booth in Platea, Pa., when 
General Telephone replaced the old style 
unit with an Alcoa outdoor installation, 
proving that customers definitely prefer 
aluminum’s brighter, cleaner appearance. 


“REVENUE OFTEN INCREASES 50% OR MORE 
WHEN WE SWITCH TO ALCOA BOOTHS,” 


Reports T. J. Schultz, General Commercial Manager, General Telephone Company of Pennsylvania 


“Since 1955 we have purchased 177 Alcoa outdoor 
booths and every one of them has more than paid its 
way in increased revenue, lower maintenance expense 
and reduced vandalism damage,” says Mr. Schultz. 

“An example of the way booths of Alcoa Aluminum 
boost revenue is this installation in Platea, Pa. Ever 
since we switched from an old style booth to an alumi- 
num unit and moved the installation a few feet closer 
to the highway, revenue has shown an average increase 
of 51 per cent a month. 

“Upkeep costs have also gone down since we started 
installing aluminum booths. Because they are corrosion 
resistant, occasional washing and sweeping is all that 


Maintenance costs went down for General Telephone 
of Pennsylvania when it began using outdoor booths 
of Alcoa® Aluminum. Occasional sweeping and wash- 
ing with soap and water is all that is needed to keep 
them smart and new looking. 


is needed to keep them clean and attractive. And 
vandalism, too, has been greatly reduced . . . thanks to 
the excellent lighting and sturdy construction of Alcoa 
booths.” 

Like many other companies, General Telephone of 
Pennsylvania has found Alcoa outdoor booths a sound 
investment and a sure road to an immediate increase in 
revenue. Why not find out how Alcoa booths can do the 
same for you? Write for free brochure and ask your 
jobber to show you the Alcoa Goodwill Kit—the free 
promotional package to help you merchandise the new 
booth to your customers. Aluminum Company of 
America,1720-A Alcoa Building, Pittsburgh 19, Pa. 


“People like the lighting in Alcoa booths,” says Mr. Schultz. 
“Excellent lighting and sturdy construction give a feeling of 
safety at night!” 


Your Guide to the Best in Aluminum Valie 


For exciting drama watch “Alcoa Presents”’ every Tuesday, ABC-TV, and the Emmy 
Award winning “Alcoa Theatre’’ alternate Mondays, NBC-TV 


; ALCOA © 
) ALUMINUM | 


[ ALUMINUM COMPANY OF AMERICA . 
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you 
get 

all 

these 
important 
extras... 





GENERAL CABLE from AE... 


warehouses: 

Northlake, 2915 Moore St. 2360 N. W. Quimby St. 158 Corliss Avenve 2021 Main St. 
Mlinois Richmond 21, Va. Portland 10, Ore. Johnson City, N. Y. Kansas City 8, Mo. 
Fillmore 5-7111 Elgin 8-9280 CApital 3-7244 SWarthmore 7-8507 HArrison 1-7575 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 
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MONEY-SAVING 


FEATURES OF THE 


LEICH DIAL 
SYSTEM 


gives you the most 
profitable conversion 
possible 


When you convert to dial switching equipment, it’s up to you 
to decide, “How much can I pay?” “How can I maintain it?” 
“What about expansion?” To help you make these decisions, 
Leich offers you complete and personal engineering aid. 

For example, you may be worried that your equipment will be 
obsoleted by station growth. A Leich sales engineer can show how 
easy and economical it is to expand the Leich Dial System. Lines 
and links can be added by merely jacking them in. If you expand 
beyond the capacity of initially installed bays, additional 100-line 
bays may be added. Each bay is a self-contained unit which 
includes selectors as well as line finders and connectors. 

When you wish to become a part of nationwide Direct Distance 
Dialing, Leich intercept and line identification equipment make 
this important step an easy one. 

A Leich sales engineer is at your service. There’s no obligation. 
Write for details. 


* 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


anufacturers of telephones, switchboards and reiated apparatus since 1907 
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The thing to remember ‘ 
about a 
Warren battery charger 
is that you can : ) 
forget it Ps 





What we’re talking about is maintenance. With Warren TFR’s in your telephone 
exchange, there’s less of it. A lot less. 


Take the question of voltage adjustment, for instance. 
With a Warren TFR of proper rating (and only with a Warren TFR) you can adjust 
voltage with consummate precision simply by turning a knob, conveniently located at eye level. 
And then — you can forget it. 
When we say “forget it” we mean just that. The reading won’t change, no matter what. 
Repeat — the reading won’t change until you want to readjust for another voltage setting. Period. 


The reason: Warren’s supremely efficient, transistorized circuitry, featuring: a hermetically 
sealed Zener reference diode for precision voltage reference; germanium power transistors 
for simplicity and reliability; and silicon power rectifiers which positively refuse to age. You 


never have to adjust for aging — not next week, or next month, or next year, for all of that. 
Less maintenance, superior performance — and in a lot less space. 
Let us send you full information. 


So, Nf Compact, transistorized, 
field-proven Warren TFR’s 
are available in a mye 

f ent ratings in 24, 
.: MFG. COMPANY, INC. sad 138 heii 


ilustrated: 48 TFR 100 
gaae MASSACHUSETTS - TEL. HUnter 6-3511 with knobs safely located 
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EDITORIAL 





The Value of Money 


ee Y SON just doesn’t realize the value of money,” complained an 
allowance-doling parent. The complaint is probably true and cer- 
tainly not too surprising. Is the child to blame? No, it’s the “sys- 
tem.” An American youth today is sheltered under the parental wing much 
longer than are children in other countries. 

Because of the large number of young people who now complete both 
high school and college, a great many are never economically on their own 
until reaching age 21 or over. This is a wonderful tribute to our educational 
status. But, it has the disadvantage of limiting understanding of economics 
and of the “value of money” to an academic frame of reference. 

Vacation jobs, baby sitting, newspaper routes and other miscellaneous 
work done while completing formal education definitely help bring a young 
person into contact with economic reality. This alone is often not enough! 
A recent survey of high school seniors showed an astonishing number who 
believed the average United States corporation makes about 50 per cent net 
profit. 

A rising number of young Junior Achievers would select a 5 per cent 
figure as a very good net profit for a corporation. These wiser youths know 
from personal experience the problems in producing this 5 per cent profit. In 
groups of 15 to 25, they have organized and operated their own corpora- 
tions. Junior Achievement, is backed by hundreds of the nation’s leading 
corporations and by thousands of executives who contribute their time and 
abilities to counsel J. A. groups. 

Junior Achievers run their own corporations from start to finish with a 
minimum of assistance from their advisors, who stay “in the background” 
as much as possible. Stocks are issued and sold; salaries, sales commissions, 
taxes, the rents and other expenses are paid; books are kept, reports issued 
and leadership is developed! Frequently, dividends are paid to stockholders 
when the “miniature corporations” are dissolved in June of each year. 

The “value of money” plus a valuable early understanding of how our 
free enterprise system operates are the real dividends produced by Junior 
Achievement. 

J.A. groups deserve your support. Encourage your children to join; 
serve, when asked, as a J.A. advisor, and buy J. A. products. 


— JUNIOR ACHIEVEMENT. 
JANUARY 16, 1960 17 
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CAPITAL 


BY FRANCIS X. WELCH, WASHINGTON EDITOR 
AND EDITOR, PUBLIC UTILITIES FORTNIGHTLY 


HEN the American Telephone & 
W Trercerapr Co. recently filed its 

3 million dollar long-distance 
rate reductions, effective Feb. 7, it 
adopted a new system for figuring out 
the shortest distance between two 
points. The 3 million dollar cut was 
the last installment of the 50 million 
dollar reduction ordered by the Federal 
Communications Commission last July. 
But the Bell System decided to use the 
opportunity of bringing into better bal- 
ance and consistency its system of mile- 
age measurements between service 
points. As a result there really will be 
a rate reduction on some long distance 
services in the order of 5.7 million dol- 
lars. But inasmuch as this will be off- 
set, partially at least, by certain rate 
increases resulting from the new mile- 
age formula, the over-all rate boost will 
still come out at about 3 million dollars, 
and within the framework of the 50 
million dollar cut agreed upon with the 
FCC last July. 

Most of the increases would be in 
services between the United States and 
Canada, rates for which have not previ- 
ously been changed since 1946. The 
prime increase for U.S.-Canadian calls 
would be in the person-to-person classi- 
fication. The maximum increase in the 
initial period of conversation would be 
40 cents at 2,600 miles. Station-to-sta- 
tion rates between the U. S. and Can- 
ada show increases and decreases; how- 
ever, in no case is the amount involved 
more than 15 cents in either direction. 

Now, for the map basis for the latest 
adjustment. The system formerly used 
was to take a regular Rand-McNally 
Mercator projection map—the kind in 
which the longitudinal lines appear at 
right angles with the latitudinal lines 
so as to form ostensible squares—in- 
stead of actually tapering northward 
due to the earth’s curvature. On such 
a map, the United States appears to be 
divided in equal sized grid sections, 
each of about 35 miles square. These 
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AT&T files 3 million dollar long distance rate reduction 


as part of the 50 million dollar rate cut ordered by FCC 


last July. . . . Adopt new mileage measurement formula. 
Reviews Illinois commission’s decision approving Illinois 


Bell’s contribution to Chicago Community Fund-Red Cross 


sections were then broken down into 


25 blocks each. 


The long distance rate formula was 
based on the mileage of a line drawn 
from the center of any one of the sub- 
section blocks to the center of any other 
sub-section block. The two blocks used 
would include the respective terminals 
of any call for which the toll rate was 
desired. The result, while fair enough 
over-all, left a certain amount of in- 
consistency; and a more precise meas- 
urement was wanted. So the old 
Mercator map basis was scrapped. 

Under the new setup a more accurate 
measurement of mileage between serv- 
ice points will be achieved. This will 
be based on aeronautical charts—the 
kind the air-line pilots and navigators 
use—plus some assistance from the 
U. S. Coast and Geodetic Survey, and 
a trigonometric formula too complicated 
to attempt any description here. 

Suffice it to say that AT&T rate en- 
gineers located each of the rate centers 
in the United States on the aeronautical 
chart. Then, using the Great Circle 
route, just like the overseas air-line 
navigators, they found the _ shortest 
“sailing” (actually, the shortest air 
line) distance between the two terminal 
points to be measured. 

For shorter distances, within the 
United States, the differences will be 
insignificant. Only about one-fifth of 
the interstate long distance routes of 
the nation will be affected at all — 
mostly the North-to-South routes and 
their shorter East-West variants, where 
the old Mercator map distortion for the 
longitudinal curves caused the most dis- 
crepancies. Going tor-ards the North 


Pole, these discrepancies increase which 
is why Canadian-U. S. rates are mainly 
affected. For example, calls between 
Washington and Philadelphia (mostly 
North to South) will cost only a nickel 
more for the first three minutes. Calls 
between Washington and Chicago 
(mostly East-West) will be a_ nickel 
cheaper on the same basis. 


Communications Via Skin 
Vibration 

Old China hands, meaning sailors 
and others who have kicked around 
the Orient before the Reds took over, 
have often seen the amusing spectacle 
of two Chinamen, around any old port 
town, trying to talk with each other 
by tracing imaginary marks on the 
palms of their hands. This strange 
form of communication is due to the 
fact that many Chinese dialects are so 
different that a man from one part of 
the country can no more understand a 
fellow Chinaman, speaking his native 
dialect of another part of the country, 
than if he were speaking Greek or Eng- 
lish. As a matter of fact, “pidgin Eng- 
lish” was born in this manner, as a 
make-shift common denominator be- 
tween Orientals. But all of China, and 
Japan as well, use the same picture 
type of word characters. So when the 
North Chinaman traces word charac- 
ters on his hand, the South Chinaman 
(or Japanese or Korean) can under- 
stand just as easily as if he were trac- 
ing numbers, or other internationally 
recognized symbols. 

The telephone was invented by Bell 
as the outgrowth of his earlier attempts 
to get through the language and sound 
barrier of deaf mutes. And real tele- 
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phone people have always shown an 
interest in any novel form of breaking 
through communication barriers. On 
New Year’s Day, a University of Vir- 
ginia psychology professor announced 
discovery of a form of communication 
which is novel—to say the least. He 
uses skin vibrations. He calls it “cuta- 
neous communication” and has demon- 
strated it in the laboratories of the 
Virginia institution at Charlottesville, 
Va. 

The name of the Virginia psycholo- 
gist is Dr. Frank A. Geldard. He has 
worked out a code whereby a person 
can receive information through skin 
vibrations at the rate of 38 five-letter 
words a minute. The subject of such 
communications reception must be 
trained to recognize differences in num- 
ber, force, and direction of vibrations 
transmitted by a device attached to his 
skin. Dr. Geldard says that the present 
techniques are crude compared with the 
potential. But, even so, he thinks the 
speed rate of transmission can reach 
67 words a minute, which is about three 
times the speed of the old Morse Code 
transmitter when used by an average 
operator. (Thomas Edison, quite deaf 
in his later years, used to “hear” con- 
versation by having his secretary tap 
out messages in Morse Code on his arm 
or thigh, as he sat in an auditorium.) 

The “vibratese” language was worked 
out by Dr. Geldard under a grant from 
the Navy to devise a system of labora- 
tory signals capable of being coded. 
But there are implications of its use- 
fulness in space communications. Such 
skin communications could be main- 
tained with persons whose eyes and 
ears were otherwise occupied, or in- 
operative—as in the case of blind or 
deaf persons. Already blindfolded sub- 
jects, with only a mechanical “nudg- 
ing,” from right to left to guide them, 
did as well on steering wheel direction 
tests as subjects using their eyes. 

By adding vertical as well as hori- 
zontal signals, the system could be used 
for blind flying. The code used so far 
has been alphabetical and numerical. 
But the inventor feels that in time a 
“skin shorthand” could be devised. 


Illinois Bell Charity Pledge OK’d 


In this department last Nov. 21, your 
correspondent devoted considerable 
space to an unusually persuasive case 
put on by the Illinois Bell Telephone 
Co. in Chicago (Nov. 9th) to justify 
certain charitable contributions. Speci- 
fically the case involved the complaint 
of a private citizen and _ subscriber 
against a pledged company donation of 
some $290,000, plus the lend-lease serv- 
ices of two employes to the Chicago 
Community Fund-Red Cross Crusade 
of Mercy. 


JANUARY 16, 1960 


The thought was expressed in this 
department, at that time, that the IIli- 
nois commission had an opportunity to 
recognize the great need of organized 
civic charities for contributions from 
large corporate donors under modern 
social conditions. It is gratifying, 
therefore, to report that the Illinois 
commission seems to have viewed the 
situation in exactly that light, in its 
recent decision dismissing the complaint 
against Illinois Bell. 


Readers of this department have 
probably already learned, from other 
sources, the news of the results in this 
case. But the opinion of the commis- 
sion represented a liberal and intelli- 
gent approach to a rather delicate and 
difficult situation. Nobody denies, of 
course, that business corporations ought 
to contribute to worthy causes which 
are essential for the community’s wel- 
fare, just like any other kind of citi- 
zen in that community. But, in the 
case of a public utility, this question 
is complicated by the fact that such a 
company must necessarily make its 
donations from revenues received from 
the only source to which a utility com- 
pany can ordinarily look for revenue— 
the ratepayers. 


The Illinois commission did not spe- 
cifically approve the charging of such 
donations to operating expenses because 
this was a complaint and not a rate 
case, therefore the issue of proper oper- 
ating charges was not before the com- 
mission to decide. But it did find that 
the contributions pledged by Illinois 
Bell were proper, not excessive, and 
were productive of good-will in the 
Chicago community among the com- 
pany’s subscribers and employes. 


The commission said it would be 
difficult to imagine a stronger case for 
showing benefit to the company than 
the evidence in the record taken at the 
examiner’s hearing. Furthermore, the 
commission found that the effect on 
individual telephone rates would be 
infinitesimal—less than eight cents a 
year per telephone which is less than 
a cent a month—if consideration is 
given to the income tax effect of the 
charitable contributions. 


It is noteworthy also that the com- 
mission took a very forthright position 
with respect to earlier precedent on this 
subject. Referring to a number of ear- 
lier cases refusing to authorize contri- 
butions by public utilities to be charg- 
able as expenses in rate cases, the 
Illinois commission pointed out that 
such determinations were made some 
years ago and, therefore, prior to the 
evolution of modern thinking which 
generally accepts the need for, and 
propriety of, corporate philanthropy 
under reasonable circumstances. The 
commission further noted that some of 


the regulatory boards in other states 
have, in recent years, changed their 
earlier positions and now permit utili- 
ties to deduct reasonable contributions 
as business expenses. 


Oddities of Presidential 


Succession 


Presidential politics are naturally 
predominant in this politically sensitive 
second session of the 86th Congress. So, 
here are a few random and strictly 
non-partisan ideas about the big pre- 
convention maneuvering contest now 
going on, which may be new to you. 


First, from a historical point of view, 
the recent downgrading of the vice 
presidential office is quite surprising. 
Governor Rockefeller would not think 
of it. Neither would Senators Kennedy 
or Humphrey. Several other hopefuls, 
unavowed as yet, but still coyly waiting 
to see what happens, have made similar 
disclaimers. The casual observer would 
get the fleeting impression that any 
one who would stoop so low as to 
come out for the vice presidency at this 
point must be a pretty spiritless un- 
ambitious sort of fellow. 


Now, aside from the fact that Vice 
President Nixon seems to have made 
quite a good thing of the No. 2 spot, 
here is something to think about—in a 
gruesome sort of a way. Every Presi- 
dent elected in years divisible by 20 for 
the last 120 years has died in office! 
Starting with Harrison, elected in 18490, 
there was Lincoln (1860), Garfield 
(1880), McKinley (1900), Harding 
(1920), and Franklin Roosevelt (1940). 
Will the 20-year jinx return again in 
1960? Judging by the youth and health 
of the GOP and Democratic avowed 
runners—Nixon, Kennedy, and Hum- 
phrey—their life expectancies, over the 
next five years, would seem to be ex- 
cellent from a strictly actuarial view- 
point. 


Another odd fact is the large number 
of U. S. senators being considered for 
the Democratic nomination. Usually 
state governors and cabinet officers 
(based on administrative experience, 
no doubt) are given the inside track 
over U. S. senators for the Big Job. 
But not this year. With Rockefeller 
out of it, there are only two state 
governors now given even an outside 
chance—Brown of California and Mey- 
ner of New Jersey. But four U. S. 
senators are seriously in the race for 
the top Democratic honors, either by 
their own say-so or by the expert 
handicappers: Kennedy, Humphrey, 
Johnson, and Symington. And doubt- 
less Kefauver and a couple more could 
be persuaded, with -a little coaxing, to 
get into the race. 


(Continued on page 42) 





Photo-Composition 
Solves Addendum and 


Intercept Record Program 


N THE traffic department of any 

telephone company every tick of 

the clock is a dollar sign. Saving 
seconds means saving dollars, but the 
code of responsibility and service to the 
subscriber—the hallmark of telephone 
companies and telephone people — 
doesn’t permit savings at the expense 
of customer service. 

When planning a move to new and 
modern quarters in Charleston, officials 
of The Chesapeake & Potomac Tele- 
phone Co. of West Virginia, surveyed 
their business systems to determine 
possible ways by which they could save 
time and still increase service to their 
many customers. 

One system which came under study 
was the method of supplying daily 
changes in listings to the information 
operators. Complete alphabetical list- 
ings of all of the numbers covered by 
an office are supplied to the informa- 
tion operators for the eight offices in 
West Virginia at 30, 60, or 90-day in- 
tervals, depending on the activity in 
each office. Daily changes occurring be- 
tween these reprint dates are printed 
up as Daily Addenda. These are sup- 
plied to the operators the morning that 
a change takes place, so that their in- 
formation is accurate for that day. Daily 
Intercept Records, showing a listing of 
the non-working numbers are also sup- 
plied the operators, so that they may 
pass along this information to cus- 
tomers who dial a non-working or dis- 
connected number. 


Using the photo-composition method, 
the Charleston Daily Addendum Bureau 
supplies these listing changes for the 
Charleston, Beckley, Huntington, Park- 
ersburg, Wheeling, Clarksburg, Mor- 
gantown and Fairmont offices. Inter- 
cept information is provided for the 
Charleston, Huntington and Wheeling 
offices. 


The entire Daily Addendum Bureau 
is housed in one room, and requires the 
services of only six employes. The com- 
plete operation, from receiving infor- 
mation on teletype to mailing of the 
completed Addendum or Intercept Rec- 
ords is all done in this single location. 
Each member of the bureau is thor- 
oughly trained in all phases of the 
work, making for extreme flexibility in 
the procedure. 


Prior to the installation of the new 
system, the reprints were supplied by 
outside sources, as were the intercept 
records. Addendum information was 
printed by a combination of teletype 
tape and metal plates. 


Briefly, the photo-composition method 
used by the C & P Co. involves typing 
directory listings on individual EAM 
(Electronic Accounting Machine) cards, 
arranging them in alphabetical sequence 
and automatically photographing them 
at high speeds on a continuous roll of 
film. After processing, the film is cut 
in columnar lengths and arranged for 
page layout. The layout is then ex- 
posed to presensitized masters and re- 


(1) 


(3) Cards containing the new infor- 
. mation are interfiled with exist- 
ing Addendum or Intercept files, so that 
the complete listing of changes is current. 


(2) Second step in the procedure is 

the typing of the Addendum or 
Intercept information on an EAM ecard. 
This listing may contain up to three 
lines of information if required. In the 
C&P operation, single lines are usually 
used. 


Addendum or Intercept information is received 
at the Charleston office of Chesapeake & Poto- 


mac Telephone Co. of West Virginia each day via tele- 


type. 


These changes will occur during the following 


day, and this information must be in the hands of the 
Information Operators by the day in which the change 


occurs. 
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(4) 


Running the complete file of 
ecards through the 
Listomatic Camera takes only a short 


(3) 


Exposed film is removed from the Listomatic Camera and 
run through the Recordak Listomatic Film Processor. In 


minutes, the film is processed, fixed, washed and dried ready for 


Recordak 


sive paper master. 


time. The Listomatic photographs the 
information on the cards at a speed 
of 230 cards per minute. 


produced on an offset duplicating ma- 
chine. 

Both Daily Addendum and Intercept 
tecord information are sent to the 
Daily Addendum Bureau via teletype, 
and typed on individual EAM cards 
using an electric typewriter with a spe- 
cial card holding platen. These cards 
are prepunched to indicate whether the 
listing is to be one, two or three lines. 
After the typed they are 
verified against the page copy, and in- 
terfiled in alphabetical order with the 
existing Daily Addendum file. 


cards are 


The cards are placed in the Recordak 
Listomatic Camera equipped with a 
card feed mechanism, and photographed 
at a speed of 230 cards per minute 
without disturbing the sequence of the 
file of cards. The Listomatic is loaded 
with a roll of film 400 feet in length. 
Once the filming is complete, the ex- 
posed film is removed from the camera 
and passed through the Recordak Listo- 
matic Film Processor which completely 
processes and dries the film, delivering 
it ready for use. Unexposed film re- 
mains in the Listomatic for further 
filming operations. 

After the film is processed, it is laid 
out on a viewing table and cut 
column lengths. The columnar length 
film attached to page-size 
masks with transparent adhesive. These 
page-size masks are contact printed to 
masters. Run immediately without 
further etching or other processing on 
an offset duplicator, the master pro- 
duces the required number of copies 
of that page. 
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into 


strips are 


When the complete Addendum or In- 
tercept is produced, the sheets are 
placed in an automatic collator and 
gathered into the number of sets to be 
mailed to the central offices. 


Since the Daily Addendum and In- 
tercept Record changes amount to ap- 
proximately 240,000 per year for the 
Chesapeake and Potomac offices served 
in the Charleston (W. Va.) area, a 
considerable saving in printing ex- 
penses has been attained. Furthermore, 
the speedy distribution of the informa- 
tion has provided better service to cus- 
tomers, while printing of the informa- 
tion within the office has achieved 
greater and accuracy in the 
production of these records. In the re- 
printing of the alphabetical listings for 
the various offices, lead time has been 
cut down to two days against up to 
two weeks under the old system. 


control 


Inaugurating the system _ re- 
quired the preparation of a card for 
each listing. At the time of the re- 
print, the Daily Addendum file is 
merged with the reprint file and photo- 
graphed on the Listomatic Camera. 
The film is exposed to plates and re- 
produced using the same procedure as 
the Daily Addendum. This method is 
repeated for each reprint and a new 
Daily Addendum file is originated. 


new 


With the new method, some of the 
offices which have been receiving re- 
prints only every 90 days, can be up- 
graded to receive the information at 
more frequent intervals. 


(Continued on page 45) 


the layout and printing operation. The rolls of film are cut into 
galleys, fastened into existing masks and exposed to an inexpen- 


(6) Without further etching, the mas- 
ter which has been exposed to 
the Listomatic film is used to print the 
required number of pages for the Adden- 
dum or Intercept directories used by in- 
formation operators. These printed pages 
are collated, checked and mailed to the 
various offices in the Charleston area so 
that each office will have up-to-the-minute 
information on the morning that the 
change in service occurs. 





Lenkurt mobile telephone systems open up a new 
source of revenue with only a small initial invest- 
ment. Base station equipment can be provided that 
meets your immediate needs only, yet can be 
expanded easily and economically as your service 
grows. And, of course, you buy subscriber units 
only as you need them. 


Important economies are made possible because 
Lenkurt Mobiltel systems are engineered by tele- 
phone people for telephone people . . . “from dash- 
board to switchboard.” No additional engineering 
source is needed to provide a completely integrated 
system. 


Lenkurt Mobiltel Manual is operator controlled, 


Pre-engineered, pre-packaged, complete 
... ready to grow” in your territory 


and is fully compatible with Bell System service. 
Mobiltel Automatic, for local area service, is the 
economical system for dial exchanges where oper- 
ators are not available. “Compatible Channel” fea- 
ture provides fully-roving service into manual 
mobile service areas. 


Complete Mobiltel “packages” can. be furnished 
in common-carrier frequencies and various power 
outputs, to meet specific requirements of large or 
small communities. Available on an “Engineer, 
Furnish and Install” basis, if you wish. For spe- 
cifics, ask your Automatic Electric representative 
for Circular 901-P4, or fill in and mail coupon 
today. 





* MANUAL 


a ae Automatic Electric Sales Corporation, 

datate| Northlake, Illinois 
Attention: Mr. T. B. Collins, Director, Carrier & Radio Sales 
Please send literature on: 


(—0 Lenkurt “Mobiltel” (0 Lenkurt Carrier 
Mobile Telephone Equipment 


(0 Lenkurt “Microtel” (0 Lenkurt “Datatel” 
Microwave Equipment Telegraph Equipment 


(0 Lenkurt Supervisory & Control Equipment 
ALL YOUR 


COMMUNICATIONS NEEDS 
FROM ONE 
DEPENDABLE SOURCE 


Name. 





Title. 





Company. 





Address. 


City. one. Ne nn 
in Canada: Automatic Electric Sales (Canada) Ltd., 185 Bartley Dr., Toronto 16, Ont. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS (eae) 





HE PACIFIC TELEPHONE & 

Telegraph Co. has an employes vol- 

unteer speaker bureau that never 
misses an opportunity to advise the 
general public what the telephone in- 
dustry is doing. 

Many people now pay their telephone 
bills by mail. Numerous service im- 
provements have made telephones so 
reliable that customers rarely see serv- 
ice men once their telephone has been 
installed. The efforts of the speaker 
bureau tend to prevent the customers 
from losing touch with the telephone 
company. 

In the Washington state area, a 
group of 25 speakers will log 119 talks 
to various community groups this year. 
Oregon’s speakers completed 114 talks 
by the end of September. Some 190 
volunteers have already agreed to 
spread the telephone story in one Cali- 
fornia area. In another, a regular two- 
day speaker training course, to date, 
turned out 130 to do the job. 

The Los Angeles area contends that 
its speakers have already set a record 
when in one month 33 telephone men 
and women gave 53 talks in just one 
district. 

These speaker bureaus, backed up 
with interesting stories and attractive 
props, are the dream of any club’s pro- 
gram chairman. And, so far, these 
speakers have built up a list of re- 
quests for encores that would be en- 
vied by professionals. 


We have a report of a most unusual 
case of cable trouble that happened in 
California. A low pressure alarm came 
in and a cableman removed a manhole 
cover in downtown Oakland. Much to 
his surprise, out billowed enough steam 
to make Old Faithful look like a piker. 

After pumping out hot water and 
ventilating the manhole for a half hour, 
hot steam was still streaming out of 
the duct line. Then, another low pres- 
sure alarm came in on another nearby 
cable. 
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Using graphs and pressure readings, 
the trouble was soon pinpointed. A hole 
was dug into the street to expose the 
duct at the trouble spot and a cloud 
of steam billowed out. 


They then located the cause of the 
trouble, a leak in a 6-inch steam line 
supplying heat for a downtown office 
building. The steam, leaving the break 
at 300 degrees, was literally cooking 
the nearby underground polyethylene 
cables. 

© 

We have an interesting letter from 
Harold Hibbary, a telephone engineer 
in Pretoria, Union of South Africa. He 
gave us some interesting information 
on a study he is working on with a 
view to standardizing power equipment 
in dial telephone exchanges. We hope 
to have more on this study at a later 
date. 

The Business and Defense Services 
Administration of the U. S. Depart- 
ment of Commerce has made a forecast 
of 121 million telephones in service in 
this country by 1970. This forecast is 
about 50 million more telephones than 
its estimate of 70.5 million telephones 
in service by the end of this year. 

The BDSA indicates that there will 
be about 59.6 telephones per 100 popu- 
lation in 1970 as compared to roughly 
39 telephones per 100 population at the 
end of last year. 

7 

A new nationwide communications 
system now links 40 manufacturing 
plants and offices in Chrysler Corp.’s 
far-flung empire. This new telephone 
tie-line network, leased from the Michi- 
gan Bell Telephone Co., connects some 
15,000 telephones in 29 Chrysler plants 
and offices in the Detroit metropolitan 
area. This new network, the largest of 
its kind in the country, enables 
Chrysler employes to make calls to any 
of the 29 plants and offices by merely 
dialing a three-digit code and then a 
four-digit extension number. 


Plans are now complete to add 11 


other Chrysler plants and offices across 
the nation to the system. These plants 
will utilize 14 circuits furnished by the 
AT&T’s Long Lines department. In ef- 
fect, with this special network, Chrysler 
Corp. will have a giant private branch 
exchange that extends across. the 
country to 40 plants and offices. 

For example, a telephone user in 
Chrysler’s general offices near Detroit, 
will be able to dial direct to another 
telephone extension in the corporation’s 
plant in Los Angeles, Calif., about as 
easily as making a call to the firm’s 
nearby parts plant in Marysville, Mich. 

Chrysler will also use the new tele- 
phone network for sending and receiv- 
ing data processing information. The 
Bell System’s “Data-phone” service is 
capable of handling this high speed 
communication between ma- 
chines. 


business 


For the first time, this company now 
has a complete union of all types of 
communications facilities. With this 
system, they can send or receive infor- 
mation by telephone, teletypewriter or 
by computers and associated data proc- 
essing equipment. 

* 

The AT&T Co. lists a total of 52 off- 
duty fatalities among its employes in 
1959. The accidents by causes were: 
motor vehicle, 31; plane, two; fire, five; 
drowning, five; diving, two; falls, 
three; firearms, two; electric shock, 
one; and one other. 

* 

The accurate measurement of wire 
and cable is a most important part of 
the present-day construction job. Not 
only is it important that accurate rec- 
ords of materials, used for accounting 
purposes, be maintained, but these rec- 
ords also facilitate maintenance. Then, 
too, it is often necessary to measure 
a length of cable accurately so that it 
will reach between required points in 
an underground conduit system or 
building. It is a well known fact that it 
is a difficult and often time consuming 
task to measure accurately a length of 
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cable with a tape measure as it is re- 
moved from a reel. 

This task can best be performed by 
the use of a Cable Meter that is de- 
signed to measure wire, cable and other 
flexible materials up to 2 inches in 
diameter. The wire or cable to be 
measured passes over an accurate, ma- 
chined steel roller which is connected 
by direct drive to a Veeder-Root 
counter. The counter indicates the 
measurement in feet and inches from 
zero to 1,000 feet, but will continue 
measuring if desired. Easily read num- 
erals prevent errors in reading the re- 
corded measurement. 
is maintained on the wire 
or cable being measured by two sturdy 
springs connected to the upper or ten- 
sion wheel, yet the convenient handle 
permits release of this tension to per- 
mit the wire or cable to be inserted 
easily, ready for measuring. Oilless 
bearings and rugged construction as- 
sure long and trouble-free service, ac- 
cording to the manufacturer. The 
counter is protected on all sides from 
accidental damage, yet is easily acces- 
sible to reset to zero. 


Tension 


It is understood that the interval be- 
tween collections from paystations has 
more than doubled since the charge for 
local calls has increased from five to 
10 cents. 

ry 


We seem to hear about the damaging 
activities of “Woody” Woodpecker at 
rather frequent intervals, so were not 
surprised when we had a report from 
California that these red-headed birds 
are drilling their chisel-like bills right 
into some of the choicest aerial tele- 
phone cables. 

A cable splicer has counted as many 
as 40 woodpecker-made holes in a 300- 
foot section of cable. And these are not 
fussy birds either, as they drill on 
either polyethylene or lead-covered 
cables. 

No one has been able to determine 
why these particular birds prefer cable 
to poles and crossarms. One theory is 
that the cables sound hollow when 
tapped on, and that they may think 
it is a good place to store acorns. The 
woodpeckers feed on nuts from oak 
trees that are in abundance in that 
particular area. 

The above is, however, the first re- 
port we have had of woodpeckers at- 
tacking cable sheath. 


Crosstalk:—It is claimed that a man 
doesn’t start giving good advice until 
he’s too old to set a bad example. 
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Q. We would like to know whether 
there is available an efficient and safe 
tent heater that can be used when 
aerial cable must be spliced during the 
winter in a cold climate? 


A. We suggest that you consider 
the use of the propane gas tent heater 
that has proved efficient and safe over 
a long period of time. This heater is 
designed to provide fast, dependable 
heat to splicers working on aerial cable 
in cold, wet or windy weather, or in 
ice and snow conditions. 

One model is an 8,000 BTU heater 
which furnishes approximately 50 hours 
of heat at maximum output from one 
20-pound capacity propane tank. A 
larger size, 12,000 BTU furnishes ap- 
proximately 35 hours of heat at maxi- 
mum output from a 20-pound capacity 
propane tank. 


Each unit is equipped with 30 feet of 
L.P. gas hose so that the propane tank 
can be used from the base of the pole. 
These heaters measure 10 inches in 
diameter and are 14 inches high. They 
weigh only 9 pounds. The heated air is 
free from carbon monoxide gas. 


Q. What is the “bubble bath” method 
of locating cable trouble, and how is it 
used? 


A. To use this method, the cable to 
be tested is first placed under pressure. 
This pressure may be applied by the 
use of nitrogen gas from tanks or by 
the use of a dry air compressor. Then 
the entire cable is sprayed with a soap- 
like solution, or “bubble bath”, that 
has been developed especially for this 
purpose. 

A device available is mounted on a 
cable car arrangement that can be 
pulled along an aerial cable. Two spray 
nozzles are arranged so as to cover the 
entire outer surface of the cable with 
the “bubble bath” solution. Leaks will 
be easily detected by the escaping gas 
or air, which forms a foam-like forma- 
tion on the cable sheath. 


Q. We find it extremely difficult to 


cut in a terminal or make a splice on 
lead-covered, lashed aerial cable. Can 
you give us any advice on this prob- 
lem? 


A. It would appear that you are 
not properly equipped for this type of 
work, as with the proper tools it does 
not present a problem. 


First, you should have a good slack 
puller. Tightening the screws on this 
tool deflects the strand between the two 
rollers to create sufficient slack in the 
cable to permit working on the conduc- 
tors. After releasing the puller, the 
strand and the cable will return to 
their original tension. 


After making a mark on the cable to 
indicate the location of the opening to 
be made, secure the lashing wire a short 
distance on each side with clamps pro- 
vided for this purpose. Then, cut the 
lashing wire in the center and coil back 
on each side out of the way. Now, use 
the slack puller to induce tension on 
the messenger strand until the cable is 
slack enough to be worked on con- 
veniently. 


The terminal can now be spliced into 
the main cable without difficulty. 


Q. We have a need for some under- 
standable and reliable information on 
radio frequency amplifiers. Can you 
suggest a good book on this subject? 


A. We suggest a paper cover book 
of 104 pages which can be procured 
from TELEPHONY for $2.40. Edited by 
Dr. A. Schure, this book presents an 
excellent discussion of amplifiers—low- 
powered as well as high-powered—used 
in the r-f portion of the radio frequency 
spectrum. The design and theory of a 
wide variety of r-f voltage and power 
amplifiers are covered. 


Special emphasis is placed on the 
properties of resonant circuits as ap- 
lied to amplifiers of this kind. All 
classes of vacuum tube and transistor- 
ized amplifiers are dealt with. Practical 
examples of design highlight the text. 
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public 
relations 


in the Telephone Business 


WELL-PLANNED and carefully- 

staged open house can be one of 

the most effective public relations 
tools that can be used by a telephone 
company. 

At an open house, subscribers get a 
better knowledge of the telephone com- 
pany and its operation. They see—first 
hand—what it takes to provide good 
service and the people who render the 
service. With the need for public under- 
standing of the telephone business so 
great today, it is no wonder that the 
open house is one of the most important 
public relations activities. 

There’s another big advantage in the 
open house. It gives the telephone com- 
pany an opportunity for personal 
contact with customers. Needless to 
say, with increased mechanization, face- 
to-face custemer contacts are decreas- 
ing. Through holding periodic open 
houses at every exchange, telephone 
people can stay “in touch” with sub- 
scribers. 

Open houses also improve employe 
morale by developing a sense of pro- 
prietorship and job importance. 

Some telephone companies require an 
open house at most exchanges at least 
once every two years. When and how 
often to hold the open house will depend 
upon the local situation, particularly 
any service problems, rate case situa- 
tions, substantial changes in equipment 


*Mr. Post is Public Relations Director of South- 
western States Telephone Co. of Brownwood, Tex 
Parts 1, 2 and 3 appeared in Dec. 5, Dec. 19, and 
Jan 2 issues 
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. . . SPECIFIC ACTIVITIES—THE OPEN HOUSE 


BY R. L. POST* 


Part 4 


or buildings, etc. 


It is a good idea to tie an open house 
to some event, such as a dial conversion, 
equipment addition, building addition, 
milestone reached in number of tele- 
phones, anniversary of the telephone 
company or the like. Doing so gives the 
“reason” for the open house, although 
many successful open houses have been 
held for no other reason than to show 
the subscribers the building and facili- 
ties. 

After deciding where to hold the open 
house, the problem of selecting the day 
or days of the week and the times of 
day arises. Unfortunately, there is no 


“Guest book for 
open house visi- 
tors to sign is a 
practical method 
for counting num- 
ber attending. . .” 


set answer to this problem. Certain 
hours and days are better in some areas 
than in others. It depends upon the 
town where the open house will be held. 

Usually a little investigation around 
town will give some clues as to which 
days and hours will be best. It is im- 
perative that the open house dates and 
times do not interfere with any other 
major community affair. 

Many telephone companies hold open 
house on Sunday afternoons and have 
found attendance greater on Sundays 
than any other day of the week. Hold- 
ing open house on Sunday has a dis- 
advantage in that overtime wages will 
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no doubt have to be paid employes who 
must be on duty to handle the open 
house. In some towns, crowds are not 
too large at open houses on Sundays 
and it is better to hold them on a week 
day, possibly from 2 to 5 p.m. and from 
7 to 9 p.m. Another advantage of the 
week-day open house is that school 
groups often can attend in a body. Ifa 
week day is chosen, care should be 
taken that the day chosen is not a spe- 
cial shopping day. 

Once the date and times for the open 
house are set, you are ready to begin 
your planning. The success of the open 
house will depend upon its advance 
planning, therefore, never underestimate 
the importance of careful planning. 

Some telephone companies find it ad- 
vantageous to use a committee for open 
house planning. Usually, representa- 
tives of the three operating depart- 
ments are placed on the committee so 
that activities of all departments may 
be coordinated. 

The open house committee will want 
to first plan the tour route. In 
small offices, this is relatively simple. 
The route through the equipment room 
should follow the same approximate 
path as the telephone call takes. A good 
order of routing for the equipment 
room is the main frame first, then the 
line finders, selector switches, connector 
switches, and ringing machines. A route 
order such as this is more meaningful 
to the open The tour 
route should avoid criss-crossing and 
two-way traffic. 


some 


house visitor. 


After deciding upon the tour route, 
determine where and by whom the 
guests will be met upon arrival. It is 
often well to have visitor: met by top 
executives of the telephone company, if 
only to give a brief greeting. 


Next, decide on the system of guides 


to use. There are three systems to 


consider: 


(1) No guides at all. Signs mark the 
tour route through the building and tell 
how equipment functions. 

(2) One guide for each group of 
eight to 10 people who takes the entire 
group through the building, explaining 
functions of equipment and of various 
departments. 

(3) Fixed guides 
various departments 
pieces of 


are stationed in 
and at various 
equipment along the tour 
route. Groups of eight to 10 people 
follow the tour route and the fixed 
guides take about three minutes at each 
stop to explain the function of the 
equipment and employes. 


The last plan is the one used by most 
of the larger telephone companies and 
is the one which generally is best. For 
some larger exchanges, it is well to 
have roving guides take the groups 
from fixed guide to fixed guide. This is 
not always necessary as the fixed guide 
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“Fixed guides take about three minutes to explain function of equipment. . .” 


can refer the group to the next fixed 
guide along the tour route. 

It is most important that the fixed 
guides receive training on what mate- 
rial to cover in their narration and in 
the presentation of the material. The 
talks should not take over three minutes 
and should be to the point. They should 


own 
4 
" 


be as simple and as non-technical as 
possible, stressing the equipment in 
terms of service to the customer. The 
guides should talk in a natural, pleas- 
ing, conversational manner, making 
sure they are heard above any equip- 
ment noises. The open house planning 
(Continued on page 44) 


“A banner stretching across the street from the telephone office is a good way 


” 


to announce an open house. . . 


27 





Marketing and Moonshining 


ERHAPS YOU read in the papers 
the other day of the alcoholic 
dealers’ convention held in Tampa. 

Several speakers, including the state 
administrator, were very much con- 
cerned about the volume of moonshine 
whiskey being sold in the state. They 
felt that scmething drastic should be 
done to stop this dilution of their 
market. 

When you think about it, there is a 
parallel situation that we in the tele- 
phone industry face. We certainly have 
no true monopoly on any specified share 
of what people will spend for our serv- 
ices and products. We actually are in 
direct competition with hundreds of 
industries selling such things as refrig- 
erators, TV sets, boats, swimming pools 
—and even moonshine whiskey. It ap- 
pears to be mandatory that we become 
better merchants in every sense of the 
word by analyzing the make-up of our 
present and future markets so that we 
can plan the best strategy of capturing 
an increasing share of the predicted 
higher incomes. 

The most prosperous period for 
American business lies just ahead. 
We’re on the way right now in an up- 
swing that will carry us strongly and 
steadily toward new records in sales, 
production, and income. 

This conclusion is supported by vir- 
tually every accepted index of economic 
activity, and concurred in by experi- 
enced observers of the business scene. 

All of the elements essential to a 
rapid growth to new high levels are 
now present. A simple projection of 
existing trends through 1960 indicates 
that the American people will have 
more money to spend—and will spend 
more—in 1960 than in any previous 
year. We can expect an increase, for 
1960 over 1959, of at least 6 per cent 
in total personal incomes, and more 
than 6 per cent in total retail spending. 

The growth will not, of course, pro- 
ceed at the same pace in all industries. 
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How much will be spent is easier to 
predict than what it will be spent for. 


The 1960 market will be a buyer’s 
market. Consumer demand, rather than 
any limitations of capacity, materials 
or manpower, will determine the level 
of business activity through next year 
—as it does now. 


Who will get what 
record market? 


share of this 


The entire business community will 
profit by the upsurge—but it won’t be 
share-and-share alike. 


Some economists believe a point of 
semi-saturation, resulting from a dec- 
ade of unparalleled buying, has been 
reached in certain hard-goods fields, 
which will retard their sales. 


But the dynamics of the American 
economy do not allow for “saturation” 
in any absolute sense. 


There was a time when practically 
every home in the land had a perfectly 
usable washboard, ice chest and wood- 
burning range, and periodically, for 
the past 40 years, occasional forecasters 
have declared that the automobile mar- 
ket had reached its limit—that every- 
body had one who needed and could 
afford one. 


But, in every case, producers found 
better ways to make more attractive 
and more useful products—and more 
effective ways to market them. And as 
part of this same dynamic evolutionary 
process, incomes have risen, more fami- 
lies have moved up to the middle and 
upper-income brackets, no-car families 
have become one-car families and one- 
ear families have added a second car, 
innovation has brought entirely new 
products and enhanced the appeal of 
existing ones ... and sales to consumers 
have gone up and up. 


Take shoes, for example—women’s 
shoes. They won’t buy or wear them 
unless the toes are pointed razor sharp 
and the heels about the size of tooth- 


By D. E. LaMASTER* 


picks. And, of course, they say they 
need a different pair for every change 
of costume. I’d say the stylists and 
designers and advertising folks have 
done a pretty good job of appealing to 
this market. But I believe you will 
agree that, to date, not enough families 
have moved up from a one-telephone 
to a two or three-telephone home. 


There is nothing in the record to in- 
dicate the American market, or any 
significant part of it, is capable of 
static saturation — given confidence, 
money, and attractive products. 


The doctrine of modern marketing 
is, essentially—it’s always a buyer’s 
market. Its basis is the character of 
a free economy—one which offers the 
consumer multiple choices, with an ever- 
increasing variety of goods. Its methods 
are based on the consumer’s selective 
response to competitive appeals, rather 
than on the need to buy for mere sub- 
sistence. 


Discretionary spending power is the 
surplus over and above what would be 
required to supply the basic necessities 
of food, clothing, shelter and trans- 
portation. As families move up to better 
income groups, they take on greater 
purchases of many products. Even 
though prices may continue to increase, 
the additional purchasing power is 
there—and larger amounts of discre- 
tionary spending power as well—but 
the interest and desire for people to 
buy our products must be created. This 
represents a huge pool of purchasing 
power dependent upon the whim or dis- 
cretion of the individuals as to how 
it is to be used. People have the money 
to select and choose between an infinite 
variety of items beyond the bare neces- 
sities. 


There is an article in the November 
issue of Fortune magazine, titled “The 


*Mr. LaMaster is Marketing and Sales Manager 
of General Telephone Co. of Florida, Tampa, Fla 
He gave this address at the recent convention of 
the Florida Telephone Association 
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Money Left Over for the Good Life.” 
The author points out that the 43 bil- 
lion dollar discretionary surplus of 1947 
has climbed to 84 billion dollars in 1959, 
and is likely to go to 130 billion dollars 
by 1970. This certainly indicates that 
people will have the money to buy more 
telephone service, but consumption hab- 
its and desires do not change automati- 
cally with changes in income. 


The “Habit Lag” 


There is a “habit lag.” This is natu- 
ral because habits, likes and motives 
are the result of past experiences built 
around a lifetime of training and a 
concept of a standard of living quite 
different from what now is possible. 
This “habit lag” is found in all types 
of items that make up an advancing 
standard of living—from food to auto- 
mobiles—and it includes telephone serv- 
ice. In other words, we cannot for a 
moment assume that our customers will 
automatically spend more money for 
long distance calls or for more exten- 
sions. 


In addition to increased purchasing 
power by our customers, there are other 
factors of sociological and population 
change that point to the opportunity 
and need for this higher standard of 
living. These and trends 
should help make possible the attain- 
ment of at least a 50 per cent increase 
in living standards during the next 10 
years. 


pressures 


One trend that cannot be overlooked 
in our planning is the increase in home 
and family life in the United States. 
This trend is reflected in the rapid in- 
crease in of families; in a 
higher the population 
being married; in earlier marriages; a 
rapid increase in home ownership and 
in expenditures for activities of home 
life; movements of population to the 


number 
percentage of 


Marketing plans 
cannot overlook 
increase in home 
and family life in 
U. S., brought 
about partly by a 
higher percentage 
of the population 
being married. 


suburbs with resulting growth of shop- 
ing centers and self-service distribution. 
This change toward family “together- 
ness” is reflected in purchases of items 
making for greater comfort and more 
convenience. 


Emphasize New Products 


Have you read the book “The Hidden 
Persuaders,” by Vance Packard? It 
deals largely with the gimmicks and 
tricks the advertising agencies use to 
get us to buy the products of their 
sponsors. One thing for sure, they 
don’t hesitate to use the word “new.” 
Walk into any supermarket, turn the 
pages of any popular magazine, or 
watch almost any TV program and 
notice that almost everybody in busi- 
ness has a “new” product—a new dog 
food, new GL-70 toothpaste, new cake 
mix, new gasoline! 

Yet, how many folks with impaired 
hearing in your town know that you 


Market and product research experiments indicate that the farmer and his family 
need and want a “package” telephone service. 
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have a “new” volume booster telephone 
that will make their conversations much 
clearer and more enjoyable? How many 
business men know that you can offer 
them a “new” no-hands speakerphone— 
in beautiful colors as well. These items 
in our line may be taken for granted 
by those of us in the industry, but to 
many people, about all they know is 
that telephones are all alike—that is, 
they are black, and frequently they 
share the line with somebody else. I 
submit that we could use some “hidden 
persuaders” tactics and let folks in on 
the secret that we, too, have! something 
“new”! 


That is why the need for the estab- 
lishment of a marketing section was 
recognized by the General Telephone 
System. During the past three years, 
officers, department heads and super- 
visors have been attending a series of 
merchandising seminars designed to 
teach this new concept—this new philos- 
ophy—of doing business. We found 
there was much to be learned from 
General Electric, Bangor and Aroostook 
Railroad, Macy’s Department Store and 
other firms, in the way they move their 
products and services to the market 
place. We found there are good and 
bad ways of introducing a new product, 
of pricing, of servicing, of advertising. 


Give Customers What They Want 


These comparative case studies helped 
us to realize that to reach our full 
profit potential we needed to change 
from an emphasis on what we think our 
telephone customers should use, to the 
new concept of giving them what they 
want and need. For these many years 
all of us can be proud of our part in 
developing a highly technical—and 
wonderful—communication system. But 

(Continued on page 32) 
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Sell the telephone 





that sells ctself. 


Kellogg K-500 


So far as Mr. and Mrs. Average Subscriber are concerned, when you say “Telephone,” you’re 
talking about a K-500 instrument . . . the telephone with a nationally known and accepted design. 


Here’s why it’s so easy to sell Kellogg K-500s. Your subscribers are exposed to millions of dollars 
of advertising on the K-500 design each year. It’s the telephone they know and want when 
they’re thinking of color or extension phones . . . those extra instruments in a home 

that mean extra revenue for you! 


K-500s set the industry’s standards of design and performance: no other instrument has 
been so thoroughly tried and tested as this; no other can match it in quality and engineering. 


Ask your Kellogg representative to explain all the K-500’s technicai advantages . . . or to help 
you work out a money-saving monthly shipping plan geared to your needs... and to show 
you the low-cost promotional materials available for your use. 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, III. 
Communications Division of International Telephone and Telegraph Corporation. 


KELLOGG 


CHICAGO, ILLINOIS 


Regional Offices and Warehouses: 
CALIFORNIA: 

23 Broderick Road, Burlingame, California, 
OXford 7-5780. 

GEORGIA: 

1594 Southland Circle, N. W., Atlanta 18, Ga., 
SYcamore 4-2441. 

ILLINOIS: 

4600 So. Tripp Ave., Chicago 32, Illinois, 
Cliffside 4-4300. 

KANSAS: 

7th & Sunshine Road, Kansas City 15, Kansas, 
MAyfair 1 


NEW tangy 
327 North West Street, Syracuse, N. Y., 
HArrison 2-9251. 


TEXAS: 

1515 Turtle Creek Bivd., Dallas 7, Texas, 
Riverside 7-5191. 

EXPORT: 

4600 So. Tripp Ave., Chicago 32, Illinois, 
Cliffside 4 


Standard desk and wall models come in 10 pop- 
ular colors: aqua blue, light beige, red, green, 
ivory, light gray, yellow, white, rose pink, black. 





let’s face it—we were more interested 
in engineering, or plant, or carrier 
systems, than we were in the people 
they serve. 

Please don’t misunderstand me—good, 
reliable telephone service is mandatory 
and is the cornerstone on which we can 
build a brighter future. But as our 
individual companies get larger, we 
somehow let ourselves get department- 
alized. The engineering department 
plans our facility requirements, the 
commercial department takes the order 
and collects the money, the plant de- 
partment installs and repairs the serv- 
ice, accounting sends out the bills, public 
relations arranges for advertising. 

But somehow, in this historical ar- 
rangement of duties, nobody tells the 
installer that this month’s bill inserts 
will push three new colors which have 
been added to our line. Nobody tells the 
cashier that during December our news- 
paper ads will invite people to include 
a telephone gift certificate in their 
Christmas shopping. As a result, we 
aren’t getting the right products to the 
right place at the right time. Maybe 
these are extreme cases, but unless 
these department “iron curtains” are 
dissolved and employes alerted to our 
over-all program, we lose face with our 
customers. 


Coordinates Efforts of All 
The importance of marketing is that 
it can assist in integrating and coordi- 
nating all of our efforts—in all depart- 
ments—so that our customers will be 


served better, and so that they will 


Well-planned and 
coordinated mar- 
keting and sales 
programs boost 
annual revenue. 


want to spend more of their discre- 
tionary buying dollars for our telephone 
services and products. 


You are familiar with the remarkable 
record George Romney, president of 
American Motors, has made with his 
Rambler Five years ago, 
this company was 50 million dollars in 
the red, with the prospects not too 
bright that they would ever operate in 
the black. But they did a little re- 
searching of car markets. They found 


autombile. 


Motels offer many 
new sales possi- 
bilities for switch- 
boards, colored 
telephones, and 
pool-side instru- 
ments. 


out, for example, that seven-eighths of 
all trips were for less than 13 miles, 
with only one or two persons as passen- 
gers. They decided their future market 
potential was for a smaller, low cost, 
compact car, rather than the large and 
fancier and costlier competitive models. 
Well, they got the jump on the “big 
three” and sold almost 400,000 Ram- 
blers during 1959. 


Then take the case of the Prudential 
Life Insurance Co. They analyzed the 
needs of their potential customers and 
came up with a new “family policy” 
just three years ago. Result: they have 
captured 25 per cent of the ordinary 
life insurance market. 


This emphasizes, I believe, the need 
for us to know as much as possible 
about our markets—that is, the people 
we now serve, or should be serving. Call 
it market research, forecasting, market 
exploration, service development, or any 
other term you choose. 


Farm Research Experiment 


There are several market and product 
research experiments being conducted 
which may give us new insights in what 
folks want in the way of telephone 
service. 


One is a study of the needs of the 
typical farm family. Free installations 
have been made on several hundred 
farms which include extensions, inter- 
com systems, loudspeakers in the barn 
area, etc. Careful record of the use of 
each telephone has been kept each 
month, and an analysis of these calls 
will indicate what kind of a telephone 


(Continued on page 36) 
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INSTALLATIONS §)(1):48) 315) 3 


now protect TELEPHONE CABLES it FORDONE 
from MOISTURE! + 
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INSTALLATIONS 


The PUREGAS method (refrigeration) 

of delivering dry air to cables under 

pressure is proving very successful and 

whenever PUREGAS Equipment is 

ALASKA installed, maintenance costs are reduced 
and subscriber service increased. 


Thousands of telephone subscribers throughout the world now 
receive better service because of cable pressurization and the 
savings that accrue to telephone companies, by eliminating cable 
moisture, make a PUREGAS system quickly self-liquidating. 


This equipment is easy to install, economical to operate and 
the PUREGAS line now includes three Models, the No. 750, 
No. 1500 and No. 5000, to accommodate any size operation. 


PUREGAS is worldwide and their experience is 
proving invaluable to those who ask about it. 
—Why don’t you? 


Send for Bulletin 110 on Pressurizing and ask 
for specification sheets on any or all models. 


ROE - 2 acy. ewe eleli =). i 3, bemone)- 1 —s 
578 OAK STREET 
oe OP oe Co OE ee oe ae le 
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YOU GET 


With a Secretarial Answering Unit, one girl 
answers calls for up to 20 men. This compact unit 
saves secretarial time and effort. Finished in two-tone 
grey with Trimline Styling. Harmonizes with latest 


trends in office design. This is only one of the 15 
auxiliary services that you get with Automatic’: 
P-A-B-X systems. For further details about Secretar 
ial Answering Units, ask for Circular 1847-A. 





lary services 


UTOMATIC’S P-A-B-X 


Automatic Electric stocks a P-A-B-X board to meet 
every need of your business subscribers. To supplement 
these boards, we also provide 15 auxiliary services for 
P-A-B-X systems: 


Ss 


. Night Answer and Transfer 
. Tie Lines 

. Toll Restriction 

. Group Hunting 

. Call Forwarding 

- Quick-Call Service 

. Executive Right-of-Way 

. Public Address Cut-in 

. Code Call 

. Remote Control Dictation 

. Paging Telephone 

. Conference Services 

. Automatic Recorder-Announcers 
. Secretarial Answering 

. Direct Line 


2 
3 
4 
5 
6 
7 
8 
9 


- = -& = = ot 
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Stock Delivery! Automatic Electric gives stock de- 
livery on all six of its P-A-B-X boards. This means you 
can offer businesses, large and small, a ready-made, 
P-A-B-X system. It means you can give quick shipment, 
too! You'll build sales as well as satisfied customers. 


SYSTEMS 


FREE SALES KITI 


Here’s everything you need to promote 
P-A-B-X. Built around promotions suc- 
cessfully used by many telephone compa- 
nies. Includes step-by-step selling plan, 
catalog, data folders, suggested sales letters, 
sample survey form and proposal—even a 
contract. For your free kit, write Auto- 
matic Electric Sales Corporation, Northlake, 
Illinois. Or call Fillmore 5-7111. In Canada, 
Automatic Electric Sales (Canada) Ltd., 
Toronto, 16. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 





Subscriber demands 


swamping your 


<— —a < 


7" lr A << —YosZ: 
TYPE 16-B MULTI-PARTY 
7-CHANNEL CARRIER 


is your low-cost answer! 
Budelman Type 16-B Carrier will: 


Provide additional circuits on existing party lines. 

Provide more-party service on new party lines. 

Better the service on existing party lines. 

Provide new circuits to new areas or subscribers beyond the 
1200 ohm loop range. 

Free party line circuits for private line or pay station‘ service. 
Provide additional trunks to remote PBX, PABX, or key 
telephone systems. 


FULLY SELECTIVE 10-PARTY DIVIDED RINGING 
SEMI-SELECTIVE 10-PARTY BRIDGED RINGING 


SINGLE FREQUENCY CODED RINGING 


All this without adding to your outside 
plant or disturbing existing services. 


Crystal-Controlled ? 


Oscillators, Auto- 
matic Regulation 
__ found only in 

systems costing 


much more. _ 7 
SUBSCRIBER TERMINAL 


7 Channels — 10 to 140-kc frequency range. Applicable wher- 
ever attenuation at carrier frequencies does not exceed 35-db. 


Write or Call Us for Bulletin 259-D 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Columbus 21, Ohio 
Telephone — HUdson 8-0655 (Area Code 614) 


“package” should be put together to 
serve adequately the farmer and his 
family. These experiments have been 
going on for over a year, and it is 
interesting to know that when the tele- 
phone company went out to remove all 
of this extra service, many farmers 
asked that most of it be left in on a 
permanent basis. 

Another research project is being 
conducted on a home intercom set that 
will provide a means of communication 
between all areas of the home, plus the 
advantage of talking with a caller at 
the front or rear door from any tele- 
phone in the home. 


Experiments of this kind will provide 
information that will tell us what 
should go into the new “package,” what 
its price should be, and probably what 
size market it will appeal to. 


Five-Year Budgets 
The main job ahead is to get geared 
up to anticipate, stimulate and fully 
satisfy all of the communication needs 
of the markets available to us to an 
extent far beyond what has been real- 
ized in the past. 


Because of engineering and financing 
requirements, all of us make five-year 
budgets. If you will pardon the refer- 
ence to General Telephone Co. of Flor- 
ida, we’ve looked ahead five years and 
expect our present 380,000 total sta- 
tions to be at least 500,000 and our 
35,000 business customers to grow to 
50,000. We estimate there are approxi- 
mately one million bedrooms in our 
operating area, and yet less than 3 per 
cent have the convenience, privacy and 
safety of a bedroom telephone. At the 
same time, 10 per cent of these homes 
have two or more TV sets, as well as 
a second radio, which indicates that 
people will buy if you have the right 
kind of promotional appeal. 

We are trying to put together the 
right strategy—the over-all marketing 
plan—which will do a better job of 
reaching these new markets. 

Florida was expected to have over 
nine million tourists during 1959, and, 
of course, we all hope and expect this 
figure will reach much larger propor- 
tions in future years. General Tele- 
phone of Florida serves 1,300 motels 
having 18,000 rooms to accommodate 
part of this tourist trade, yet only 21 
per cent of these rooms have telephone 
service. At a recent Southern Motel 
Association convention held in St. 
Petersburg, the owners and operators 
approved a resolution that all members 
of their association should have tele- 
phone service in every room. This offers 
all of us many new sales possibilities 
for switchboards, colored telephones, 
and pool-side instruments. 
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in the, éable !/. . 
locate the exact trouble spot ‘at once 


with a SEITZ ELECTRONIC CABLE TESTER 


NO MORE DAMAGED INSULATION when you use the Seitz 
Electronic Cable Tester—invented by Dan Seitz, veteran of 50 
years in the telephone industry. The Seitz Cable Tester, most 
modern improvement over previous methods of cable testing, 
detects the exact trouble spot in minutes—reducing long hours 
of searching, simplifies maintenance and repair, and operates 
uithout damaging the insulation. 

YOU WORK FROM THE GROUND with the Seitz Electronic 
Cable Tester. This great advance in cable maintenance equip- 
ment identifies pairs ... . ates opens, shorts, crosses in rural 
and urban distribution wire, in parallel line wire. . . right from 
the ground. You hear where the trouble is—never cut the cable. 
The Seitz Cable Tester also locates power line interference with 
telephone circuits. 

OPERATES ON STANDARD FLASHLIGHT BATTERIES .. . 
Transistorized and extremely sensitive, the Seitz Cable Tester 
operates many months on a standard 10c flashlight battery using 
any standard tone (bug). It does not require a special tone. 
FAST... EFFICIENT... ECONOMICAL... The Seitz Elec- 
tronic Cable Tester is simple and easy to operate. Light and 
compact, it fits in your hand, hooks on your belt, or slips into 
your pocket easily. So low in cost no telephone maintenance 
crew can afford to be without one. 

MANY MORE PROVEN USES and complete operating in- 
structions are included with the Seitz Electronic Cable Tester. 
The many, many more uses for the Cable Tester have all 4 
actually been proven in the field. You will find the Cable Tester B. Overhead Pick-up Probe 
enables you to complete jobs more quickly than you ever Pole Attachment with 25 
thought possible—and at far less cost. feet of shielded cable 


A. Fault Finder complete 
with Earphones and Hand 
Probe 


CHESTER MORTON Electronics Corporation 

10th Street and Morton Avenue, Chester, Pa. 

Please send [_] Additional Information on the Cable Tester 
(_] Seitz Electronic Cable Testers @ $49.50 ea. 


(| Tone (Bugs) in Matching Case (Not Illus.) @ $14.95 ea. 
{_] Overhead Pick-up Probe Pole Attachments @ $9.95 ea. 
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Make ‘Your Own 
Phone Test” 


to prove COMCO Cords 
the best buy for 


your” exitir system! 


+ “4 


Nothing convinces like “‘in-service’’ per- 
formance, and that’s where COMCO Cords 
excel! Making this test yourself is as sim- 
ple as ordering COMCO Cords installed on 
your instruments, switchboards and inter- 
communications equipment. Their rugged 
reliability and noise-free conductivity will 
soundly attest to COMCO’S top quality cord 
designs and construction! 


COMCO’S Complete Line 
meets every cord requirement... 


From remarkable Spirafiex Retractile 
Cords, in standard or extended length 
(10, 15 or 25 ft.), with handset-matching, 
black or decorator colored P.V.C. 
jackets, to test and patch cords, COMCO 
meets every cord requirement. Almost 
without exception, you'll ‘ind the design 
and construction you want, the 
terminals and strain reliefs you need, 
among cords that COMCO stocks for 
immediate delivery. Special cords to 
your specifications are swiftly available, too. 
Start your test of COMCO service and 
cord performance by ordering for 
your own equipment, today! 


Write 


Catalog 


folate Mala +3 


eloloh Maaols 


Samples 


uted by: LEICH SALES CORP. 
. Randolph St., Chicago 6, Illinois 
AUTOMATIC ELECTRIC SALES CORP. 
Northloke, Ill. 


In the past we have relied upon 
advertising and exhibits to move the 
customer toward our equipment and 
services. Special campaigns were some- 
times designed to promote colored ex- 
tension sales, or to help introduce a 
new piece of equipment. But, by and 
| large, we were busy taking care of 
| held orders with no coordinated plan 
| for a continuous and sustained sales 
program. 


Adds Sales Section 

Realizing that we had several un- 
developed areas of potential sales, and 
| that we were operating largely on a 
| volume rather than a profit concept, we 
| decided to add a sales section to operate 
| in conjunction with marketing. We ac- 
cepted the philosophy that “nothing 
happens until somebody sells some- 
| thing.” This new marketing and sales 
department was established to secure 
the maximum amount of additional rev- 
enue by pointing out the many benefits 
our customers would receive from up- 
graded service. 





Our sales force plans to systemati- 
cally contact each business customer at 
least once each year. Thus, we are 
gradually changing from a customer 
“demand” type of contact to one of a 
company “initiated” call. We are find- 
ing that people are pleasantly surprised 
to see a representative from the tele- 
phone company who is genuinely inter- 


in setting up this professional sales 
group is fully justified since we sold 
almost 1 million dollars in added annual 
revenue in 1959 and are planning a 
goal of 2 million dollars for 1960. 


If there is one lesson we have learned 
in the few months we have had this 
new department, it is the importance 
of demonstrations. We try to show 
“benefits in action.” We let our cus- 
tomer see for himself how it works. Our 
salesmen can praise a push-button sys- 
tem to the skies, but, by means of a 
carrying case, we back up these words 
with visual proof. Figuratively speak- 
ing, almost everyone is “from Mis- 
souri,”’ and wants to see how things 
work. Customers insist on being shown 
and by putting them in the act, we 
stage a show with the customer as the 
star. In some cases, we take our pros- 
pect to an actual installation in service, 
and thus win his confidence by showing 
that we are sincerely interested in what 
is best for him. 


“Telephone Fair” Trailer 

Another method of using demonstra- 
tions effectively is by the use of a 
“Telephone Fair” trailer. This 32-foot 
trailer is completely equipped with 
working models of many of our pieces 
of equipment. It is taken to shopping 
centers, schools, new residential sub- 


ested in surveying what it will take to | 


provide complete communication serv- 
ice. When we make our recommenda- 
tions based on the facts uncovered, we 
stress increased business efficiency, no 
| lost calls, time saved by employes, and 
all of the many other benefits he will 
get. Usually these benefits far outweigh 
the additional cost, and, in addition, we 
are creating a more-satisfied customer. 


Salesmen Need Guide 
In addition to basic and advanced 


training classes covering all pieces of 


equipment in our line, we are finding 


| that salesmen need a guide—a track to | 


| run on—in planning their sales calls. 

| We call this successful selling tech- 
niques, and the course covers such sub- 
jects as: 


(1) Planning—What are the facts? 
(2) Sales objectives—What benefits 
can we offer our customer? 

(3) Proof—Demonstrations and tes- 
| timonials. 

(4) How to overcome objections. 

(5) When to ask for the order. 


We believe that hit-or-miss selling | 


methods are quite like playing the 
| piano—you can play by ear if you only 
| want to have fun, but if you want to 
go on the concert stage, you’d better 
learn to play by note. In our particular 
case, we feel that the expense involved 
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divisions, and high traffic locations. | 


People are shown, by actual demonstra- 


tions, how easy it is to operate the | 
Electronic Secretary, the volume booster | 


telephone, the push-button system, and 


many other pieces of equipment not | 


generally known. 


We find, also, that the trailer is a | 


splendid way of educating employes. 
Accounting clerks, commercial service 
representatives, and even plant instal- 
lers are frequently surprised to actually 
see the wide range of beautiful new 
products in our line—which previously 
were only codes or an item shown on a 
tariff sheet. We are very enthusiastic 
about the sales possibilities this demon- 
stration trailer will develop. 

I believe you get the general impres- 
sion from this discussion that I feel a 
fully-organized marketing and sales de- 
partment can make real contributions 
to our future operations. 

I don’t mean to imply that marketing 
and sales is our whole company, but, on 
the contrary, our whole company should 
be the marketing and sales department. 
As I see it, the end-results can be: 
better public relations, improved cus- 
tomer relations, enlightened employe 
attitudes, more efficient operations and, 
of course, increased revenues. 

I guess the moonshiners will always 
be with us, but if we capitalize on our 
marketing opportunities ahead, our 
beautiful Florida moons will shine on 
a bountiful harvest of sales. 


Kentucky Rural Co-op 
Reports Personnel Changes 

D. B. Corman, general manager of 
the South Central Rural Telephone Co- 
operative Corp., of Glasgow, Ky., has 
announced appointment of B. J. Albany 
as general superintendent, effective 
Jan. 1. 


Mr. Albany has been with the com- 


pany in the capacity of plant engineer | 


since it was organized in 1952. 


At the same time, W. E. Taylor who | 
has been plant superintendent will be- | 


come plant manager. Mr. Taylor has 


been with the company since it was or- | 


ganized. 


When the company was organized in | 


1952, it served approximately 1,200 
customers from six exchanges. It is 
now serving approximately 6,000 cus- 


tomers from 15 exchanges, and the de- | 
mand for additional telephones contin- | 


ues at a rapid rate. 


The company is preparing to start | 


an expansion program, on which it 
expects to spend approximately one 


million dollars, in order to serve new | 


applicants and to improve service to 
existing customers. 


All of the company’s telephones are | 
now dial operated. 
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HERE’S PROOF OF DEPENDABILITY 


The Crapo HTL-135 in this typical rural line of 300-foot 
spans was subjected to two heavy ice storms within 14 
months. This photo shows the line, without resagging, 
three months after the second storm. 


Write for 
Manual TM-59 


containing com- 
plete engineering 
data! 
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TOP 
VALUES 


New Flush Mounting 
Wall Jack 


In brown or ivory plastic, the SE- 
493A jack can be flush mounted 
directly in molding or wall. Four 
(4) spring tensioned jack holes ac- 
cept standard SE283B 4 prong 
plug. Can be used with SE19B 
plate, also in ivory or brown, for 
attractive modern flush installation 
for 2, 3 or 4 wire service require- 
ments. No conduit box necessary. 
SE493A $1.30 each. SE19B Plate, 
$.30 each. Specify brown or ivory. 


NEW Outdoor 
Weatherproof 
Jack Boosts 
Revenues! 


Subscriber demands 
for outdoor, back- 
yard, or patio tele- 
phone service are 
growing fast. The 
new SE16151 Out- 
door Weatherproof 
Jacks from SUT- 
TLE “fill the bill” 
for every outdoor 
use. The non-corro- 
sive, waterproof, alu- 
minum receptacle 
houses the SE493A 
jack (above). This new jack makes 
an excellent extension sale-revenue 
booster. Another SUTTLE quality 
product at low cost. Order from 
SUTTLE or your distributor. 


Price $6.50 each 
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ourts and Commissions 


Enact Annoying Caller 
Penalty Law in Pa. 
Pennsylvania’s Governor David L. 
Lawrence recently signed a bill pro- 
hibiting malicious telephone calls. 
The act makes the following specifi- 
cation: 


“Whoever telephones another person 
and addresses to or about such other 
person any lewd, lascivious or inde- 
cent words or language, or whoever 
anonymously telephones another person 
repeatedly for the purpose of annoy- 
ing, molesting, or harassing such other 
person, or his or her family, shall be 
deemed guilty of the misdemeanor of 
being a disorderly person and upon 
conviction shall be fined in any sum 
not exceeding $500 to which may be 
added imprisonment in the county jail 
not exceeding six months. 

“Provided that any offense com- 
mitted by the use of a telephone as 
herein set out may be deemed to have 
been committed at either the place at 
which the telephone call or calls were 
made or at the place where the tele- 
phone call or calls were received.” 


Approve Provisional Raise 
For Arkansas Company 

The Yelcot Telephone Co., Yellville, 
was authorized by the Arkansas Public 
Service Commission on Dec. 31 to raise 
its rates at its Cotter and Gassville 
exchanges (TELEPHONY, Dec. 19). 
directed that the 
company post a $6,000 surety bond to 
guarantee a refund in case the rates 
should be found to give it an excessive 
rate of return. 


The commission 


The commission reported that the 
company had converted the two systems 
to dial telephones on Nov. 21, but was 
charging rates based on common bat- 
tery service. 

Under the new rates, the Yelcot com- 
pany will earn not more than 5.82 per 
cent on its net rate base for the year. 


Authorize Increase in Wis. 

The Wisconsin Public Service Com- 
mission on Dec. 30 authorized the Mil- 
ton & Milton Junction Telephone Co., 
Milton Junction, to increase its rates 
by $11,962 (TELEPHONY, Aug. 15). The 
company, which serves 1,700 subscrib- 
ers, originally asked for $16,700. 


Seek to Sell in Ind. 

The Moores Hill Telephone Co. will 
file a petition with the Indiana Public 
Service Commission, it was reported on 


Dec. 23, to sell to the Batesville Tele- 
phone Corp. The filing will ask ,that 
telephone service in Moores Hill and 
Milan be consolidated. The Batesville 
company plans to install new central 
office equipment at Moores Hill. 


Iowa Mutual Votes 
Increase in Rates 

Stockholders of the Fayette County 
Mutual Telephone Co., Fayette, Ia., 
have voted to increase rates at May- 
nard as follows: 
Old New 

$4.25 

One-party residence 3.5 4.00 


Business 
Party-line residence 2.5 3.00 


Ill. Company Gets Raise 
At Eight Exchanges 

The Midland Telephone Co., Cham- 
paign, has been granted a rate increase 
by the Illinois Commerce Commission 
effective on conversion of its eight ex- 
changes to dial operation. 

The raise, which is to be effective at 
Arenzville, Modesto, Shipman, Scott- 
ville, Sefton, Woodburn and 
Dorchester, will produce an additional 
$42,600 in annual revenue. 


Oconee, 


Fire Department Files Suit 
In Wis. Over Directory Error 

The Hales Corners Volunteer Fire 
Department filed suit in Wisconsin 
Circuit Court on Dec. 29 against the 
Wisconsin Telephone Co. (Bell) charg- 
ing that a mixup in telephone listings 
had increased the department’s pay- 
roll. 

The suit, which asked for damages 
of $1,045, stated that because of the 
directory error, the department had to 
raise the pay of its chief dispatcher 
and his assistants because they had to 
handle unnecessary additional calls. 

The department charged that its 
number, GArden 5-1212 was listed un- 
der “Greenfield City Department” in 
the January 1958 telephone directory. 
The same number was also listed for 
the Hales Corners fire department. 

As a result, the fire department said, 
its dispatchers got many calls, over a 
period of about nine months, intended 
for the Greenfield city hall. It said 
that only about three calls a week were 
for the fire department. 
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The telephone company had recom- 
mended putting all calls to the GArden 
number on intercept so that operators 
could ferret out the erroneous calls. 
However, the fire department objected, 
contending that this would cause a de- 
lay in answering emergency calls. 

instead, the department gave its 
chief dispatcher a $100 monthly raise 
and his assistants $15 a month more 
to handle the extra burden. 

The suit charged that the mixup 
created a “serious annoyance,” loss of 
time, and interfered with the business 
and family lives of the dispatcher and 
his assistants, all of whom are part- 
time employes. They answer fire calls 
from their homes or busine 

The fire department serves Greenfield 
in addition to Hales Corners. 


Texas High Court Upholds 
Relocation Payment Law 

The Texas Supreme Court in a unan- 
imous decision has upheld the consti- 
tutionality of a state law providing 
that funds of the state-federal inter- 
state highway program can be spent 
for relocating utility facilities as well 
as for purchase of rights-of-way and 
for highway construction (TELEPHONY, 
Dec. 6, 1958). 

The Texas Legislature in 1957 passed 
a bill giving the state the right to 
reimburse utilities, both publicly and 
privately owned, for expense involved 
in relocating facilities along federal aid 
highways. 

The Texas attorney general, after 
being asked by the highway department 
for a decision on the bill, declared that 
the reimbursement provision was un- 
constitutional. 

Both the Travis district court and a 
court of appeals upheld the law, ruling 
that it is proper for utilities to be re- 
imbursed for this expense. 


Approve Rates in S. D. 

The South Dakota Public Utilities 
Commission has approved a schedule 
of rates for the South Dakota sub- 
scribers of the Dickey Rural Telephone 
Mutual Aid Corp., Ellendale, N. D. 


Incorporate in Okla. 

Sulphur (Okla.) Telephone Co. has 
been granted a charter of incorpora- 
tion. Incorporators are Frank Craw- 
ford, Lindsey E. Martin and Jessie 
Crawford, all of Sulphur. 


Service Transfer in Kan. 


The Kansas Corporation Commission 


on Dec. 23 authorized the Reno Tele- | 


phone Association, Inc., Hutchinson, to 
serve the Bushong and Harveyville ex- 
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FOR A 


LONG DEPENDABLE LIFE 


NUMBER TS-23 - Designed for carrier circuit 
use on all “point” type transposition hardware and at 
intervening non-transposition poles. 


HEMINGRAY INSULATORS 


Easily and Economically Installed 


Hemingray Glass Insulators stand 
up under severe conditions, do not 
deteriorate, provide the service you 
need to assure continuous opera- 
tion of communication lines. The 
dependability of Hemingray Insula- 
tors as proved by years of fine per- 
formance is one of the reasons be- 
hind their world-wide acceptance. 


Hemingray has pioneered many 
insulator developments to keep 
pace with requirements, improve 
communication systems, assure you 
a dependable source of supply. 


An up to date distribution system 
makes Hemingray Insulators avail- 
able when you want them and 
where you need them. 


Hemingray Glass Insulators are a 
product of Kimble Glass Company, 
subsidiary of Owens-Illinois, 
Toledo 1, Ohio, 


This carrier circuit transposition 
developed by the Bell System 
takes only the crossarm width of 
one conventional pin. 


Mold stand foe guidlily Stnce 1870 


HEMINGRAY INSULATORS 


AN (D PRODUCT 


Owens-ILuINoIs 


GENERAL OFFICES « TOLEDO 1, OHIO 
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Leading Telephéne Companies Use SHURE-SET 


FOR QUICKER FASTENING 
INTO CONCRETE 


UNIQUE POWER CONCENTRATION PRINCIPLE TO Cut installation time and increase worker 
effectiveness, a special Shure-Set fastening 

- tool is available for the telephone industry. 

a This hammer-in tool sets austempered fas- 

i teners into concrete without pre-drilling or 

plugging .. . it also converts in seconds to an 

efficient drill holder for twist and turn’ work. 


Shure-Set tools, threaded studs, drive 
pins and wire loop fasteners have been 
thoroughly tested and proved in the labora- 
tory and on-the-job! Now Shure-Set has 
been adopted by many companies as the 
new standard for light fastening. Write for 
facts today on how Shure-Set can save you 
time and money! 


... another product by 


Ramset Fastening System 


OLIN MATHIESON O WINCHESTER-WESTERN DIVISION 
Chemical Corporation KA 297-A Winchester Ave. * New Haven 4, Conn. 





changes. The commission permitted 


Farmers Mutual Telephone Association, 
Bushong, and Harveyville Telephone 


| Co. to cease doing business. 


AT&T Completes Long 
Distance Rate Reduction 


The American Telephone & Tele- 
graph Co. has filed tariffs with the 
FCC effective Feb. 7 which will reduce 
gross annual revenues on interstate and 
foreign calls by 3 million dollars an- 
nually (TELEPHONY, Aug. 1, 1959). 

This supplements a 47-million-dollar 
reduction which became effective in 
September, 1959 and completes the 50- 
million-dollar reduction in interstate 
long distance rates ordered by the FCC 
last July. 

The FCC said that AT&T will actu- 
ally make a net reduction of 5.7 million 
dollars due to a new system of mileage 
measurements. However, this figure 
would be partially offset by increases 
in rates between the U. S. and Cana- 
dian points which are estimated to 
total 5.6 million dollars annually, of 
which 2.7 million dollars is the U. S. 
carriers’ share. 

Principal increases in these Cana- 
dian-U. S. rates will be in the person- 
to-person classification. The maximum 
increase in initial period rates is 40 
cents for person-to-person day at 2,600 
miles. 

However, on the 10 principal traffic 
routes, the maximum initial period in- 
crease is 25 cents for person-to-person 
day rates between Chicago and Toronto. 

Station-to-station rates show both 
increases and decreases with the maxi- 
mum in either category being 15 cents. 
On the 10 principal traffic routes, the 
station-to-station initial period rate 
would be increased 5 cents in two in- 
stances, remain the same in four in- 
stances, and on four routes would be 
reduced 5 cents in two instances and 
10 cents in two. 


Set Hearing on Rate 
Dispute in Arkansas 

The Arkansas Public Service Com- 
mission set Jan. 25 for a hearing on 
the charge that the Walnut Hill Tele- 
phone Co., Lewisville, had charged ex- 
cessive rates. 

The commission reported that its 
staff had completed the examination of 
the company’s books and stated that 
the matter should be concluded after 
the hearing. 

The commission also referred to the 
fact that in- May, 1957, it had found 
the Walnut Hill company had charged 
rates in excess of those approved by 
the commission, and it had directed the 
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company to show cause why it should 
not refund the excess to its subscribers. 
Hearings were set on this case, but 
there has never been a final decision. 

The Walnut Hill company serves 
around 500 subscribers at Lewisville, 
Bradley and Mineral Springs. 


IN THE NATION'S CAPITAL 


Continued from page 19 


By strange coincidence we have to go 
back 120 years, again, to find a similar 
situation when there were so many 
U. S. senators as rivals for the presi- 
dency in the same Congress. That 
would be 1840 when Webster, Clay, 
Calhoun, Pierce, and Buchanan were 
all sitting in the same Senate chamber. 
That was also the year a military man, 
Gen. William Henry Harrison, walked 
off with the prize. 

As between making Presidents out 
of Vice Presidents, as distinguished 
from U. S. senators, the veeps have 
an overwhelming record of success. 
Ten Presidents went directly to the 
White House from the vice presidency; 
but only two Presidents were U. S. 
senators at the time of their election— 
Benjamin Harrison and Harding. (Gar- 
field was senator-elect but not sitting 
when he was elected President in 1880.) 

In case you are wondering about the 
10 Veeps who made it, seven succeeded 
to office upon the death of a President 
— Tyler, Fillmore, Johnson, Arthur, 
Teddy Roosevelt, Coolidge, and Tru- 
man. But there were three more Veeps 
elected to the presidency: John Adams, 
Thomas Jefferson, and Martin Van 
Buren. 

Now, then, any one for Vice Presi- 
dent? 


Ft. Leonard Wood First Post 
PBX With Microwave Station 


Ft. Leonard Wood on Dec. 20, be- 
came the first Army Post in the United 
States to have a microwave installation 
connecting with a commercial telephone 
company’s system, according to a re- 
port in the Rolla, Mo., Herald. 

The microwave system links the post 
switchboard with the United Telephone 
Co. of Missouri’s Rolla exchange. 


What Is a Specialist? 

“... a good specialist is a man who 
comes to know more and more about 
the other fellow’s specialty. 

“We do not want to wipe out speciali- 
zation but to guarantee the sort of 
understanding within it that can be 
achieved only by a complementary com- 
petence in the general field. What we 
want is a Jack-of-all-trades and a 
master of one.”——-PAUL S. SMITH, presi- 
dent, Whittier College. 
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Order through your 
favorite distributor 


for use with 
CALL DIRECTOR 


PANCAKE 2800 Overfloor Duct 


ee" sopropane 
TENT HEATER 


MoPeCo propane tent heaters give fast 
dependable heat to splicers working aerial 
cable in cold, wet and windy weather. 


e Two sizes - 8,000 or 12,000 BTU 

e 50 hr. maximum output, 20 Ib. tank 
e Two 4-ft. adjustable chains 

e Low pressure regulator 

e 30-ft. L.P. gas hose 

e Weight: 9 pounds 

e Size: 10” diameter x 14” high 


Write or call 


MORRISON-PELSUE CO. 
Denver, Colorado 
2001 So. Bannock St. RAce 2-2834 


new! 


TERMINAL FITTING 
—-HOUSING 

FOR FIVE 
CONNECTORS 





Used with the Bell System Call 
Director Telephone, Wiremold’s 
2857T Terminal Fitting effectively 
provides an ideal housing for cable 
connectors. Of rugged diecast 
aluminum, it can be mounted on 
floors, walls, desks (side or 
kneehole). 


For away-from-wall locations, 
Pancake 2800 Overfloor Duct is the 
neat way to house and protect the 
cable. Fitting and duct both hold 
100- or 75-pair cable. 


Get the full story from Wiremold 
or your electrical distributor. 


rue WARE MOLD *.o.-anv 


HARTFORD 10, CONNECTICUT ADams 3-6251 
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KLEIN 


preferred by linemen 


me -)(-Y4idlatel als 


5207 BELT 
AND 5127 POCKET 


5118-PRS TOOL POCKET 


5295 SAFETY STRAP 


The name Klein on leather goods is 
known and preferred by linemen and 
electricians everywhere. Klein tool 
belts, safety straps, pouches and pockets 
represent the highest in quality, the saf- 
est in design and construction. 

In safety straps, Klein-Kord was the 
first specially woven fabric strap de- 
signed to permit the use of a tongue-type 
buckle without risk of slitting or rip- 
ping, even under severe strain. 

Now Nylon Klein-Kord safety straps 
are the newest Klein development offer- 
ing maximum safety with maximum flex- 
ibility. These are the only nylon straps 
designed to meet the tests given in 
Edison Electric Institute Report AP-2. 


 @ 


isin tool 


—* 


Free Tool Guide 
Acopy of the new Klein Pocket 
Tool Guide will be sent on 
request. 


—_ Foreign Distributor: 
Internationa! Standard Electric Corp., N. Y. 


hs KLEIN & co 


PUBLIC RELATIONS IN THE TELEPHONE BUSINESS 


Continued from page 27 


committee should rehearse the fixed 
guides prior to the open house to dispel 
fright. 

Identification badges should be pro- 
vided all telephone company people who 
are on duty at the open house. 


Some telephone companies provide a 
guest book for the open house visitors 
tc sign. While this is not always de- 
sirable, it is well that some arrange- 
ment be made for counting the number 
of visitors. 

The entire open house tour should not 
take more than 45 minutes. A 30-minute 
tour—well-planned and conducted—is 
even better. 


The planning committee will want to 
consider whether or not to have refresh- 
ments at the open house. Often, the 
size of the exchange building will deter- 
mine whether refreshments are feasible. 
If refreshments are used, be sure that 
they are not carried into the equipment 
room. Coffee and/or punch with cookies 
provide adequate refreshments. Wives 
of telephone people can be used to serve 
the refreshments. 


Arrangements should be made for 
souvenirs to be given the open house 
visitor. Some of the more common 
souvenirs used by telephone companies 
include personal telephone directories 
(blue books), pencil dialers, balloons, 
pens, pencils, key chains, etc. It is 
better when the souvenir ties in with 
the telephone business. If souvenirs are 
used, they should be given to the visitor 
at the end of the open house, not at 
the beginning, so the visitor will not 
have to carry them through the tour 
route. 


The planning committee will want to 
take steps to assure that the premises 
are clean before the open house. This 
usually includes washing all windows 
and waxing the floors. Minor repairs 
and painting may be needed to better 
show off the building. 


There are several ways open house 
invitations can be handled. Letters to 
service clubs, schools, city officials, and 
other key people in the community 
should be used. Bulletin board notices 
should inform the employes. Newspaper 
ads and news stories, as well as radio 
advertising, should be utilized. Bill 
inserts make good invitations. 

Despite all the above mentioned ways 
to invite customers to the open house, 
the most effective means is by telephone 
invitation. Have the business office peo- 
ple call as many subscribers as possible 
in the week prior to the open house. The 
“personal” aspect of the telephone in- 
vitation brings results as far as attend- 


ance is concerned and it is amazing how 
many subscribers can be called by each 
business office representative in an hour 
or two each day. If only every other 
subscriber or every third subscriber is 
reached by telephone, the effort is well 
worth the time spent. Besides, telephone 
invitations convey the personal aspect 
of our business and thus have added 
value in a dial exchange. 


The planning committee should be 
alert to use every possible way to pub- 
licize the open house. Announcements 
should be made at all club meetings in 
town. Employes should be urged to 
personally invite friends and relatives. 
A banner stretching across the street 
from the telephone office might be used. 
Posters set up in store windows can 
invite people to the open house. A tele- 
phone queen contest prior to the open 
house can be a means to spotlight the 
activity. Having the mayor proclaim 
“Telephone Day” will bring more pub- 
licity to the open house. 


When the open house time and date 
arrive, be prepared for it. Estimate the 
crowd in advance to insure adequate 
telephone company manpower to handle 
the open house crowd. A higher per- 
centage of subscribers can generally be 
expected in the smaller exchanges. 


After the open house, don’t neglect 
writing any thank you letters that might 
be desirable, such as to the newspaper, 
school officials, ete. A “thank you” ad 
in the newspaper should be considered. 


The effect of an open house on the 
public relations of the telephone com- 
pany can often be detected soon after 
the affair is held. Irate customers don’t 
seem quite so irate. Subscribers seem to 
understand telephone company problems 
and become more sympathetic to them. 
Over-all, public relations generally show 
a decided improvement. 


But, never relax your guard after 
one open house. It takes periodic open 
houses, coupled with other public rela- 
tions tools to maintain a good public 
relations situation after such a situa- 
tion is obtained. 


The next article will discuss some 
other specific public relations tools that 
should be included in any telephone 
company public relations program. 


National Anthem Telephoned 


The residents of Singapore recently 
found they had a new entertainment 
medium, the telephone. Simply by dial- 
ing the number 2 on their telephones, 
they could hear their city-state’s new 
national anthem, “Majulah Singapore.” 
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RECORD PROBLEM SOLVED 


Continued from page 21 


Still a fourth use for this photo re- 
production method is in the printing 
of the Official Directory used within 
the company. With the flexibility of 
the card composition combined with the 
speed of the Listomatic Camera and 
the office duplicator, the Official Direc- 


quently, either in printed bound form, 
or as a loose-leaf directory where page 
changes can be made as required. 

Photo-composition, as it is fitted into 
The Chesapeake & Potomac Telephone 
Co. of West Virginia system has pro- 
vided a flexibility which was not avail- 
able under previous methods. Speed in 
getting the changes to the operators 
has been achieved, with the proper in- 
formation in their hands the day the 
change takes place, improving customer 
relations. 

Accuracy of the records is assured, 
with changes requiring only the typing 
of a card and inserting it in the proper 
place within the files in the Daily Ad- 
dendum Bureau. And internal printing 
costs are also much lower than those 
outside the company. 

The whole story adds up to savings 
in minutes, and dollars for The Chesa- 
peake & Potomac Telephone Co. of West 
Virginia through the use of internal 
photo-composition. And what about the 
company’s pride in customer service? 
It’s even greater, because service is 
better! 


Data Transmission Topic 
Of AE (Canada) Seminar 

Continuing an annual series of engi- 
neering seminars which commenced in 
1958, Automatic Electric Sales (Can- 
ada) Ltd., played host to 50 engineers 
from eastern Canadian communica- 
tions companies and public utilities in 
Montreal on Nov. 16 and 17. The topic 
of this year’s seminar was “Data 
Transmission,” a subject of consider- 
able interest to the communications 
field in general, and to Canadian or- 
ganizations in particular. The two days 
of sessions were divided into four sub- 
topics, each of which was the subject 
of a formal presentation, as well as a 
general discussion, by seminar partici- 
pants. 

The seminar was officially opened by 
the vice president and general man- 
ager of AE Sales, S. C. Bird. Mr. Bird 
turned the meeting over to J. R. Simp- 
son of the Carrier and Radio Division 
of AE Sales, who acted as chairman 
of the seminar. 


The first session was designed to set 
| 


(Continued on page 48) 
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CEECO TYPE C 152 LOADING COIL 
wry canbe reproduced more tre CASES WITH TYPE C 651 (44MH) 
OR TYPE C 652 (88MH) COILS 


COIL CASE 


C1528 
C152C 


C152D 
LOADING 


CONTAINS 
COILS TYPE 
C65! OR C652 


ws Ito 3 Coils 


DIAMETER 


% MOUNT DIRECT IN BUR- 
1ED WIRE-CABLE TERMI- 
NALS AND PLASTIC 
CABLE SPLICE TERMINAL 
CASES 


MOUNT DIRECT IN PLAS- 
TIC CABLE SPLICE 


COILS ENCAPSULATED 
IN PLASTIC . . . MOIS- 
TURE FREE 


SIZE AND WEIGHTS RE- 
DUCED YET MAINTAIN 
SAME OR BETTER ELEC- 
TRICAL CHARACTERIS- 


TYPE C152 CASES MOUNTED IN PLASTIC CABLE SPLICE-TERMINAL 
CASES 


APPROXIMATE 
CASE SIZES 
LENGTH 


Up to 3" 


MAXIMUM 
WEIGHT 


Vy Lb. 





CIS2A 4 to 7 9 Coils 





Up to 64%" | 1'/y Lbs. 





10 to 18 Coils 


Up to 13" 3 Lbs. 





“19 to 28 Coils 





| Up to 18" 6 Lbs. 


Write us for assistance on your loading problems 
CEECO loading coils are sold by your telephone equipment supplier 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West Race Avenue 


° Chicago 44, Illinois 


Phone EStebrook 8-3109 





Standard Symbols Developed 
For Signalling Systems 


The development of long-awaited 
standard symbols for signalling sys- 
tems, together with a plastic template 
and explanatory guide for the applica- 
tion of such symbols to architectural 
and other drawings, have been an- 
nounced by J. L. Taylor. 

Mr. Taylor will represent the signal- 
ling apparatus section on the board of 
directors of the Industrial Electronics 
& Communications Equipment Division 
of the National Electrical Manufactur- 
ers Association. He is executive vice 
president of the Edwards Co. Inc., one 
of 13 member companies of the NEMA 
section. 

Basic work on the symbols guide was 
done by the section’s promotional and 
membership committee, which was 
headed by co-chairman J. O. Maxey, 
manager, government and special sales 
division, A. D.T. Co., Inc.; and K. J. 
Ritchie, manager, S. H. Couch 
Co., Ine. 


sales 


In announcing completion of the two- 
year project, section members said that 
the use of the approved national sym- 
bols for signalling systems on working 
drawings will “promote full under- 
standing of the desired installation 
among designers, installers and sup- 


STANDARD SYMBOLS FOR SIGNALLING SYSTEMS 
FOR USE ON ARCHITECTURAL DRAWINGS 
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SYSTEMS 


NURSE CALL 
SYSTEMS 
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STAFF REGISTER 
SYSTEMS 
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SYSTEMS 


walCHMaN 
SYSTEMS 


ELECTRIC CLOCK 
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FIRE ALARM, SMOKE 


AND SPRINKLER SYSTEMS 
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PRIVATE TELEPHONE 
SYSTEMS 


— - PUBLIC TELEPHONE 
f | SYSTEMS 


1s-@ 
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SYSTEMS 


PUBLIC ADORESS 
SYSTEMS 


Use bosic symbol applicable to each sgnalling system 
insert of append, os shown, numbers to identify 
types of equipments within eoch system. Provide 
legend to exploin meanings assigned to numbers 


SIGNALLING APPARATUS SECTION 


National Electrical Manufacturers Associaton 


pliers of the equipment, giving each an 
opportunity either to indicate or de- 
termine in advance precisely what is 
required for a particular job.” 

The attractive and technically de- 
signed plastic template will reduce the 
time required to accurately reproduce 
the symbols on the drawings. 

An explanatory card, which accom- 
panies each template, provides easy-to- 
follow instructions for using the basic 


system symbols and keying them nu- 
merically to various components of the 
signalling system. (See photo). Sig- 
nalling apparatus systems are installed 
in many types of buildings for a wide 
variety of uses. For example, they are 
used for hospital call systems, 
for paging systems, for fire alarm and 
sprinkler alarm systems, for public and 
private telephone 


nurse 


systems, and for 


watchman and sound systems. 


00K TO LINDSAY 


FOR RELIABILITY © SERVICE 
@® NATIONALLY KNOWN TELEPHONE SUPPLIES 


Lindsay knows from years of experience that telephone 
companies cannot compromise on supplier's quality. Relia- 
bility, service, and lines—all must be outstanding. This 
knowledge has played an important part in the Lindsay 
tradition of leadership. 


TELEPHONY 





Pte, sme 
. eos 
is, 


~ 


COMPANY 


THE CHESTER. TELEPHONE 


= 


CHESTER TELEPHONE COMPANY, CHESTER, 
SOUTH CAROLINA, WATERS C & D LEAD-CALCIUM 
BATTERY ONCE IN SIX YEARS! 


Watering once in six years 
is somewhat unusual — 
even for a C & D lead- 
calcium battery. Watering 
once every two years, how- 
ever, is quite common. The 
reason? C & D lead-calci- 
um batteries require only a 
fraction as much current to 
maintain a fully charged 
condition as do conven- 
tional lead-antimony bat- 
teries. Thus, there is less 
electrolysis of water, which 
reduces the number of 
necessary water additions. 
Many man-hours and hundreds of dollars yearly are 
saved on routine maintenance. 

If you’re interested in this kind of maintenance-free 
operation and a battery which will last 25 years in full 
float service, then install the C & D lead-calcium 
PlastiCal®. 

With C & D PlastiCal telephone batteries you get: 
Extra life plus—from .266” thick lead-calcium plates, 
the thickest telephone battery plates made. 
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Installed early in 1953, this C & D 
25-year life, lead-calcium battery, 
Type RCT-840 has only been 
watered once. Capacity is 840 
A. H. Today, the cells of this 
same type battery are supplied in 
transparent, high-heat resistant, 
plastic containers, instead of hard 
rubber, and provide the same ex- 
cellent performance. 


Sediment build-up is virtually eliminated—due to triple 
insulated plates instead of the usual dual. No low cells— 
because C & D AccuPak* plates are manufactured under 
AccuRay** precision control—receive automatic 100% 
inspection. 

PlastiCal details and specifications are in catalog T-532. 
If a lead-antimony battery meets your needs, then in- 
vestigate C & D PlastiCell* telephone batteries. You get 
.266 inch thick, triple insulated, AccuPak plates that 
provide extra life. Ask for Bulletin T-533. A glance at 
either of these bulletins will tell you why telephone men 
agree—C & D is your better battery buy. 


*Trademark, C & D Batteries 
**Trademark, Industrial Nucleonics Corp. 


Crean oe ATIFI LE ARIE =S 
of Corshohocken, St.... Attica, Ind. 
ao™~ 


NZ 


Ov THE ELECTRIC AUTO-LITE CoO 


Manufacturers of Slyver-Clad® industrial Batteries - PlastiCell* and PlastiCal® 


Batteries for Communications, Control, and Auxiliary Power * Producers of 


AutoReg® Silicon Chargers and AutoCal* Charger-Battery Combinations 
“Trademark 
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DATA TRANSMISSION SEMINAR 


Continued from page 45 


the stage for more detailed discussions 
to follow. Under the general heading, 
“Data—A New Field of Communica- 
tions,” Dr. B. P. Nicholls, supervisor of 
data systems planning at the Northern 
Electric Research & Development Lab- 
oratories in Ottawa, described the basic 
character of data in terms of the binary 
system and the various card and tape 
coding techniques used for data rep- 
resentation. 

This discussion illustrated by 
means of a signal generator and fre- 
quency counter which, in conjunction 
with special display equipment, pro- 
vided a visual comparison of decimal 
and binary readout. Various methods 
of error detection and correction were 
considered. 

Dr. Nicholls was followed, in the 
same session, by R. W. Ralston, toll 
equipment engineer of the American 
Telephone & Telegraph Co., who dis- 
cussed the need for, and importance of, 
data communications. Mr. Ralston de- 
scribed the rapid growth in this field 
during the past five years; he noted 
this growth was accelerating and the 
applications for data transmission could 
be expected to increase sharply in the 
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immediate future. The Dataphone con- 
cept of the Bell System, involving the 
use of data subsets by customers who 
will use conventional dial access 
methods to secure connections from one 
point to another, explained. A 
typical data keyset with a plug-in 
digital subset was shown, and the work 
done by AT&T with business machine 
manufacturers was outlined. 


Following Mr. Ralston’s talk, R. C. 
Matlack, special systems engineer of 
Bell Telephone Laboratories, discussed 
in more detail the integration of data 
transmission facilities into the Bell 
System. He described some testing 
methods used to ascertain the suit- 
ability of circuits for data handling, 
and outlined transmission requirements 
for the use of voice channels for data. 
The aspects of customer-provided error 
control were also discussed. 


was 


The three talks mentioned above were 
followed by a discussion period which, 
among other subjects, raised the ques- 
tion of probable market demand for 
data circuits on an as-used dialable 
basis vs. use of private wire service. 
This discussion, centered around the 
remarks of Mr. Ralston and F. B. 
Bramhall of Lenkurt Electric Co. It 
was generally agreed that a definite 
need exists for both types of facility, 
that, in many cases, smaller users of 


Low cost—light weight—portable. 
Stampings has over five year’s experi- 
ence in building trouble-free, produc- 


tive trenchers. 


More in use than any other in its 
class. 


Shipment made | day after order. 
Completely assembled, ready to work. 


Pow-R-Spade digs straight, curves, an- 
gles without preliminary set-up. 


Product and Performance! 


Low cost per foot—more profit per 
job. 


Minimum of working parts—hardly 
any maintenance required. 


Cuts neat trenches—easy back-fill. 


Digs trenches 3” wide to 24” deep— 
or 4” wide to 18” deep. 


Dealers in principal cities. 


POW-R-SPADE IS MADE BY STAMPINGS, INC. 


data subsets will not be able to justify 
the cost of private wire service, but 
that in a number of instances the cir- 
cuit activity was high enough to make 
leased facilities practicable. 


J. N. Petrie, chief transmission engi- 
neer of Automatic Electric Co., dis- 
cussed transmission aspects of data 
handling on telephone facilities. Using 
SAGE requirements as the basis for his 
talk, Mr. Petrie gave a comprehensive 
dissertation on vestigial sideband mod- 
ulation techniques, and described var- 
ious types of noise and distortion to 
which data circuits are susceptible. 
Causes of noise and distortion were 
discussed, with particular emphasis on 
impulse noise, and methods for reduc- 
tion or elimination of these problems 
were outlined. 


The morning of Nov. 17 was devoted 
to a paper on the techniques and equip- 
ment now in use, or under develop- 
ment, for data transmission. Given by 
Mr. Bramhall, this talk covered various 
modulation methods (phase, polyphase, 
vestigial sideband, etc.) being investi- 
gated, and their relative properties. 
Such equipments as Collins Kineplex, 
Rixon, and SAGE digital data trans- 
mitters and receivers, were discussed. 
In addition to equipment for applica- 
tion to 3000 cps voice channels, narrow- 
band VFCT equipment for data 
transmission was also considered, par- 
ticularly in terms of FM AM, 
possible bit rate. 


vs. 


Mr. Bramhall also described some of 
the transmission systems engineered by 
Western Union for large-scale 
processing applications. 


data 


The final paper of the seminar, deal- 
ing with present and future applica- 
tions for data transmission, was de- 
livered by B. C. Borden, supervisor of 
the Sales Assistance Division of Inter- 
national Business Machines. In a re- 
view of the prime functions of data 
processing equipment, Mr. Borden dis- 
cussed principles of management con- 
trol, and stressed that, for maximum 
utilization of the techniques available 
today, the problems of geographical 
separation must be overcome. 


He suggested that communications 
companies and business machine manu- 
facturers have a joint responsibility to 
sell the data transmission concept to 
potential users. Among the best ex- 
amples of data processing and trans- 
mission operating in partnership, said 
Mr. Borden, are the systems now in 
use, or being planned, by airline com- 
panies. 

Conversion of punched-card infor- 
mation to tone form, as accomplished 
by the IBM Data Transceiver, was 
explained, and the bit rates at which 
contemporary computers are capable of 


TELEPHONY 





operating were related to the trans- 
mission speeds mentioned throughout 
the seminar. 

Considerable discussion took place re- 
garding the line of demarcation be- 
tween data processing and data trans- 
mission, and it became evident that 
close liaison between communications 
and business machine organizations 
will be required in order to ensure 
that proper facilities are provided by 
both factions. 

The last item on the agenda was a 
paper prepared by the late H. B. Mc- 
Kay, electronics editor of TELEPHONY. 
Mr. McKay was originally scheduled 
as a speaker at the seminar, but he 
was unable to attend because of illness. 
Mr. McKay’s remarks, which were read 
by J. R. Simpson, provided a definitive 
summary to the two days of sessions, 
as well as on the 
problems of circuit testing and mainte- 
nance. 


some new ideas 


Data communication is a relatively 
new field, at least in the high-speed 
sense, and, in many cases, the remarks 
of the speakers were purely academic 
as far as the attendees were concerned, 
because practical applications and prob- 
lems have not yet arisen in Canada. 
general conclusions can, how- 
ever, be drawn from the seminar pro- 
ceedings. According to Mr. Simpson: 


Some 


(1) A market exists, and will con- 
tinue to exist, for data transmission 
facilities in both the conventional mes- 
sage circuit and private wire service 
areas. The latter method is now in rela- 
tively common use because a number 
of centralized data processing systems 
have been installed for private com- 
pany use. Inauguration of data proc- 
essing service bureaus, used by many 
individual customers, will undoubtedly 
increase the need for dial message cir- 
cuits capable of handling data. 


(2) Close liaison between business 
machine manufacturers and communi- 
cations companies will become increas- 
ingly important in the near future. 
Among the currently operating sys- 
tems, there are examples of wasteful 
spectrum usage by business machine 
organizations on the one hand, and in- 
adequate circuit facilities for optimum 
computer utilization, on the other. Co- 
ordination of processing and transmis- 
sion requirements, and a clear delinea- 
tion of respective responsibilities, will 
be required as data communication in- 
creases. 


(3) Standardization of terminology, 
coding methods, and, to some extent, 
equipment characteristics, will have to 
be achieved. 


(4) Transmission requirements for 
communications circuits will have to be 
tailored to operating capabilities of the 
processing equipment. To date, the gen- 
eral attempt has been to clean up 
existing circuitry as much as possible 
in order to raise the permissible oper- 
ating speed. This procedure cannot go 
on forever, and requirements for data 
transmission will surely have an in- 
fluence on new equipment design, out- 
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SPOTTING OF CONDUIT ALONG RIGHT-OF-WAY 


CONCRETE 


CONDUIT 


NOW AVAILABLE 
IN ALL THESE 
SIZES: 2, 4, 6, 
8 and 9 DUCT 


Special fittings—mi- 
ters—short lengths— 
expanded web sec- 
tions available, also 
adapters to claytile, 
transite and fiber duct. 


ADJACENT TO PROPOSED TRENCH 


CONVENIENT 


Delivery can be made to job- 
site on 24 hours notice. Con- 
dex may be installed in any 
weather, even in trenches 
holding water. Ditches can be 
covered as soon as installa- 
tion is made. Due to low 
breakage factor, jobs can be 
estimated more accurately. 


STRONG 

Pittsburgh Testing Laboratory 
tests show: compressing 
strengths of 10,000 Ibs. PSI; 
water absorption of 3.9%; load 
test-failure at 74,000 lbs. From 
a telephone company report 
on Condex multiple-duct con- 
crete conduit—"it is obvious 
that no trouble was experi- 
enced in cable placing opera- 
tions, no evidence of exces- 
sive abrasion on the lead 
sheath.” Smooth bore is ob- 
tained by mechanical honing. 
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9 DUCT FORMATION ON JOB SITE 
ECONOMICAL 


Multiple-Duct Concrete Conduit is manufactured 
with a bell-end joint, eliminating the use of plas- 
tic or mortar bandages with dowel pins, for join- 
ing. A joint sealing compound, applied with a 
pressure gun, is all that is needed and cost of 
this joining operation is less than 3!/2c per trench 
foot for both material and labor. 

Single crews have installed 1,600 to 1,800 trench 
feet of conduit per 8 hour day, with two to three 
less men than with other types which require 
mortar bandage joints. 

Breakage factor of concrete conduit is less than 
1%. due to strength of product. 


FOR FULL INFORMATION—CALL OR WRITE YOUR LOCAL LICENSEE, 
OR THE PARENT COMPANY 


CONCRETE CONDUIT CORP. 
130-01 Northern Boulevard 
Corona, New York Da 


Iinois 7-1515 
CHICAGO PRE-CAST 
PRODUCTS CORP. 


Franklin Park, Illinois 
Gladstone 5-8116 

UTAH CONCRETE PIPE CO. 
379—17th Street 

Ogden, Utah 

E 2-7513 

ELMORE CONCRETE 
PRODUCTS CO. 

Div. of North Star Concrete Co. 
Elmore, Minnesota 

Elmore 52 


EMPIRE CONDEX, INC. 
6700 Mad River Road 


yton, Ohio 
Tuxedo 5-7051 
yestaee CONCRETE 
9400 West Belmont Avenue 3501 Power Inn Rood PIPE CO. 


Sacramento 19, California 
Hunter 6-0026 


T. E. L. PRE-CAST 
PRODUCTS CORP. 
1 Industrial Avenue 
New Smyrna, 
Edgewater, Fic. 
Garden 8-9881 


J. E. EVANS CONCRETE 
PRODUCTS CO., INC. 
Shelbyville, Indiana 
Express 8-9734 
AMERICAN CONCRETE 
(Sub. of Amer. Pipe & 
Construction Co.) 
2025 So. 7th Street 
Phoenix, Arizona 

AL 2-7566 

PRE-CON LTD. 

Orenda Road 
Brampton, 

Canada 

BU 6-3642 


GAGNE ENTERPRISES, INC. 
29W 629 NORTH AURORA ROAD 
NAPERVILLE, ILLINOIS 
NAPERVILLE 2700-2701 
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* 130 #. in height, fully self-supporting! 

> Rated a true HEAVY-DUTY steel tower, 
suitable for communication purposes, 
such as radio, telephone, broadcasting, 
etc. 

%*& Complete hot-dipped galvanizing after 
fabrication. 

4k Low in cost—does your job with BIG 
savings—yet has excellent construction 
and unexcelled design! Easily shipped 
and quickly installed. 
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Representatives coast-to-coast. 


ROHN Manufacturing Co. 


116 Limestone, Bellevue, 
Peoria, Illinois 
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side plant techniques, etc. Although 
several different operating speeds were 
mentioned during the seminar, the gen- 
eral feeling seemed to be that a 2000 
bit/sec. rate in a standard 3 ke voice 
channel was (1) the maximum which 
could realistically be achieved with 
existing facilities, and (2) a sufficient 
speed to satisfy most contemporary re- 
quirements. Considering the possible 
operating speeds of some present-day 
computers (which will print out at up 
to 100,000 characters, or about 750,000 
bits/sec.), and the importance of maxi- 
mum machine utilization, it would seem 
logical that higher transmission speeds 
will become necessary. 

(5) It appears that, in Canada at 
any rate, requirements for data cir- 
cuits will arise as a result of activity 
on the part of business machine manu- 
facturers, and that such requirements 
will be filled on an as-called-for basis, 
rather than being actively sold as a 
service by the communications agen- 
cies. It is possible that facilities 
developed for SAGE purposes will ulti- 
mately become available for commer- 
cial applications, but at the moment 
non-military high-speed data require- 
ments do not appear to be influencing 
circuit planning. 


REA Telephone Loans in °59 
Totaled $107,400,000 


The Rural Electrification Adminis- 
tration reports that in 1959, approved 
telephone loans amounted to 107.4 mil- 
lion dollars, and funds advanced to tele- 
phone borrowers totaled 98.8 million 
dollars. Total loans to all telephone 
borrowers rose to 632 million dollars. 

At the end of 1959, there were 687 
telephone borrowers in 45 states, in- 
cluding 50 new borrowers during the 
year. Of these borrowers, 475 are com- 
mercial companies and 212 are coopera- 
tives, REA states. 

Loans made in 1959 make it possible 
to provide new or improved service for 
191,000 subscribers. This brings the 
estimated number of subscribers bene- 
fiting from the REA telephone program 
to 1,288,000. 

During 1959, these borrowers paid 
11.3 million dollars in principal and 
interest on their loans; and there was 
an increase of more than 1.5 million 
dollars, REA says, in the amount paid 
ahead of schedule. 

Since 1949, when Congress authorized 
the telephone program, borrowers have 
repaid approximately 16.9 million dol- 
lars of principal, including a balance 
of 2.6 million dollars in the amount 
paid ahead of due dates. They have also 
paid 11.9 million dollars in interest. 
Only nine borrowers were delinquent in 
payments amounting to $333,989. 


They Fall Short 

“Hurry and cunning are the two ap- 
prentices of dispatch and skill; but 
neither of them ever learns his master’s 
trade.”—-COLTON. 


NEOPRENE 


COTTON 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof... easy to keep clean. 


NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


Our geographical location 
means QUICK SERVICE. 


RUNZEL 


' Cord and Wire Co. 


1723 W. MONTROSI AVE. 
CHICAGS: 41. ILkb. 
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American Enka Names Stull 
New Chief Executive 

The election of Philip B. Stull as 
president and chairman of the board of 
American Enka Corp. was announced 


on Dec. 22. He succeeds William Gage 


P. B. STULL 


Brady Jr., who is retiring at the end 
of this year after serving as chairman 
since 1953, and also as president since 
the death of former president John E. 
Bassill, last April. 

Mr. Stull was formerly a vice presi- 
dent and director of the Hercules Pow- 
der Co., Wilmington, Del. He has been 
a director and member of the executive 
committee of American Enka since 1956. 

American Enka has divisional plants 
manufacturing plastic-covered wire and 
cable at West Acton, Mass., Williman- 
tic, Conn. and Santa Monica, Cal. 


Form Copper Products 
Development Association 
Formation of Copper Products Devel- 
opment 
public on 


Inc., made 
Dec. 22. Six major copper 
producers are charter members of the 
organization formed to conduct research 
and studies “for expansion of uses of 
products, and the 
development of new and improved cop- 


Association, was 


copper and copper 


per products.” 

Member American 
Metal Climax, Inc.; American Smelting 
& Refining Co.; The Anaconda Co.; 
The International Nickel Co. of Canada, 
Limited; Kennecott Copper Corp.; and 
Phelps Dodge Corp. 


companies are: 


Any producer of 
copper is eligible for membership, and 
participation by other copper companies 
will be invited shortly. 

Dr. Clyde Williams, for many years 
a leader in and recently president of 
the Battelle Memorial Institute of Co- 
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DAHL Air Rate Indicators 


== 


AT7684X 
Standard 

Practices 
Number 


Specifically designed for Bell 
Telephone Laboratories, Incorpo- 
rated to include: 


Single-tube design for full scale 
reading — no hidden cost for extra 
parts 


Metal Support Columns to protect 
glass tubes from accidental 
breakage 


Integral Packless valve with indicat- 
ing handle 


. Integral Header design 


. Complete with Pressure test valve 


and cap (AT 6419) — factory 
tested 


All metal connections — 14” IPS 


Tried and proven in all 50 states, 
Dahl Air Rate Indicators have been 
off-the-shelf items since 1956. 


Air Rate Manifolds also available 


CALL OR WRITE FOR CATALOG T-1 
CLIFFORD 3-9500 
86 TUPELO STREET, BRISTOL, RHODE ISLAND 


VALVES AND CONTROLS FOR COMMUNICATIONS, 
PROCESS, AIRCRAFT AND MARINE INDUSTRIES 
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= FOR: ° wat Sabeedly 
® Utility Services * Road Crossings 
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CHARLES Machine Works, Inc. 


698 Birch St., Perry, Okla. 


To Locate Distributor, Look Under ‘‘Contractors 
ee 
Directory Yellow Pages for Ditch Witch Trade- 
mark; or Call Collect FE 6-4404, Perry, Okla. 


lumbus, O., has been named technical 
director pro tem. 

The new organization does not pres- 
ently intend to provide its own facilities 
for investigations, but will allocate re- 
search assignments to individuals, uni- 
versities, and established research or- 
ganizations. 

The initial board of directors consists 
of two members of each of the charter 
companies. 


Fla. Independent Converts 
To Nationwide DDD 


The Inter-County Telephone & Tele- 
graph Co. of Fort Myers, Fla., is now 
providing nationwide Direct Distance 
Dialing for its entire 24-exchange sys- 
tem in south central and southwest 
Florida. 

The company completed the final 
phase of a year-long program on Dec. 
20 with the cut-over of DDD equip- 
ment at Avon Park, a tourist com- 
munity located in central Florida. 


Although a significant advancement 
for Independent telephony, the conver- 
sion was nothing new for Inter-County 
patrons—they’ve had intra-state toll 
dialing since 1955. 

The company’s local toll network— 
first Independent facility of its kind in 
the southeastern U.S.—was followed by 
a tie-in with nationwide DDD in De- 
cember 1958. 

The long haul system claimed an- 
other first for Inter-County as it be- 
came the first Independent in Florida 
to join the national hook-up. 

Avon Park’s exchange contains a 
Strowger automatic toll ticketing sys- 
tem, manufactured by Automatic Elec- 
tric Co., Northlake, Ill. Equipment in- 
cludes a computer, 30 ticketers, two 
SATT checking positions, 
three tape perforators and an auto- 
matic typewriter for ticketing. 

The new equipment, arranged for 
future addition of detection apparatus, 
is handling over 50 per cent of the 
calls for the Avon Park toll center, 
which serves eight other exchanges. 
Fort Myers provides toll service for 
the company’s remaining 16 exchanges. 

Three weeks prior to the SATT cut- 
over, the company placed into service 
a new 1,050-line, 2,500 terminal-per- 
station step-by-step system. 


operator 


Expendi- 
ture for the conversions and remodel- 
ing of the local exchange-office building 
was in excess of $500,000. 


Inter-County has experienced excep- 
tional growth during the past five 
years, and serves a 10,000-square-mile 
area in the Sunshine State. One hun- 
dred per cent dial-operated since 1956, 
the company has spent over 11 million 


dollars on an expansion program that 
has increased its number of telephones 
from 20,000 in October 1954 to more 
than 47,000 at present. 

Typical of this growth is the Avon 
Park exchange. The new dial system 
replaced older dial gear, which was 
outgrown in just five years! 


Richard H. Griebel Named 
Kellogg Vice President 

Richard H. Griebel has been ap- 
pointed vice president and general man- 
ager of Kellogg Switchboard & Supply 
Co., communications division of Inter- 
national Telephone & Telegraph Corp. 


R. H. GRIEBEL 


In making the announcement, Kel- 
logg President George A. Strichman 
said Mr. Griebel would assume overall 
control of marketing, engineering and 
manufacturing for central office equip- 
ment and related products. 

Mr. Griebel fills a position which has 
been vacant for the past three months. 


Before going to Kellogg, Mr. Griebel 
had been manager of manufacturing 
since 1957 at Raytheon Co., Waltham, 
Mass. Previously, he had been employed 
for five Farnsworth Elec- 
tronics Co., Fort Wayne, Ind., as di- 
rector of manufacturing. He joined 
RCA, Camden, N. J., in 1946, and was 
superintendent of manufacturing when 
he left there in 1952 

Mr. Griebel was graduated from 
Dartmouth College with a bachelor of 
arts and a bachelor of science degree 
in industrial engineering. He studied 
for a master of arts degree at Columbia 
University, and completed a 16-week 
executive development program at In- 
diana University. 


years by 


Mr. Griebel saw action with the First 
and Second Marine divisions in the 
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The thrifty answer to top performance... 


Low-Cost 


TELEPHONE LINE WIRE 


O-Eighty-Thirty is specifically designed to give 
you thrifty savings and top performance for your 
subscriber loops and secondary toll lines. Its initial 
cost is practically the same as ordinary wire. When 
you string this light-weight, easy-to-handle line wire, 
you gain substantial economies—lower installation 
and maintenance costs as well as reduced expendi- 
tures for poles and hardware. 

Excellent voice transmission is assured with 
O-Eighty-Thirty. In fact, its talking qualities are far 
better than any other high-strength wire of compar- 
able size. In addition, it’s non-rusting—has perma- 
nent high strength that permits safer long spans. As 
a bonus value, O-Eighty-Thirty is ideally suited for 
conversion to carrier circuits. 


For prices, sag data and staking tables, write us today. 


COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION Glassport, Pa. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


SOLD BY 
LEADING DISTRIBUTORS 


JANUARY 16, 1960 





GENERAL MACHINE PRODUCTS COMPANY, INC. 


Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. 


<> 


AERIAL TENTS 
CABLE BENDERS 
CABLE BLOCKS 
CABLE LASHERS 
COAXIAL CABLE TOOLS 
LASHING WIRE 
CLAMPS AND GRIPS COMPOUND 
PORTABLE & POWER . 


C-R POWER REEL 


SLACK PULLER 


7%" 
CABLE FEEDER 


Special Purpose Tools To Specifications — Catalog on Request 


Over 600 various items of Line Construction Tools, Maintenance 
& Pressure-Testing Equipment in stock for immediate shipment 


TELEPHONE CABLES 


ye Every Application 
AERIAL AND DUCT 


TYPE 200 


Specifically designed for use aerially supported by messenger 
or underground in ducts. 


Conforms to REA Specification PE-22 and IPCEA Type | S-55- 
434. 


Available in No. 19, 22, 24 and 26 AWG from 6 to 400 pairs. 
Fully color coded with all pairs guaranteed. 


Longitudinal 8 mil aluminum shield corrugated on large di- 
ameter cables for flexibility. 


Black polyethylene outer sheath. 


TH 


E 
PLASTIC WIRE & CABLE CORPORATION 


JEWETT CITY, CONN. 
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B,C, D,£,&G 
CABLE LASHERS 


South Pacific during World War II. 
He served as an instructor during the 
Korean conflict, and held the rank of 
captain when separated. 

A native New Yorker, Mr. Griebel is 
a senior member of the American In- 
stitute of Industrial Engineers, Inc., 
and the American Ordnance Association. 


Tower Construction Names 
Goldie to Special Projects 

Dean Goldie has been promoted to 
special projects manager for the Tower 
Construction Co., according to an an- 
nouncement by the company president, 
M. M. Lasensky. 

Mr. Goldie, who has been with Tower 
for seven years, was a field supervisor 
of government contracts and overseas 


DEAN GOLDIE 


projects. He will now plan and super- 
vise all of Tower’s special projects in 
this country and abroad. 

The 25-year-old company—designers, 
fabricators and erectors of AM, FM 
and VHF TV microwave towers, re- 
flectors and permanent and pre-fabri- 
cated buildings—has installations on 
every continent. Tower is credited with 
construction of portions of the DEW 
Line, the early-warning radar defense 
system in Alaska and Canada, and the 
design and construction of Tacan 
towers for the Air Force. 

Mr. Goldie supervised the manufac- 
ture and installation of both the Dew 
Line and Tacan towers, which, the com- 
pany says, are used at every Air Force 
base as an aid to aircraft in landings. 

He is a graduate of the University 
of Tampa with a B.S. degree in mathe- 
matics. He attended several technical 
radio and radar schools during a five- 
year tour with the Marine Corps. 

For a year, he served as an instruc- 
tor at the Marine Corps Radar School 
at Camp Pendleton, Calif. 
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ee be hoord there’ 


Place phones where you need them — with 
Acousti-Booths, noises won't interfere with con- 
versations. Noises are absorbed before they 
can interfere with hearing and speech. 

There is a model suitable for every location. 
And as always — the acoustical performance 
is guaranteed. 


For model descriptions and prices, 
write for Bulletin No. A-142-4C. 
BURGESS-MANNING COMPANY 

Architectural Products Diuision 
749 East Park, Libertyville, Ill. 


Simplify your research and 


design problems—with 


CIRCUIT THEORY 
and 
DESIGN 


By John L. Stewart, California Institute of Tech- 
nology. Stressing modern, powerful pole-zero design 
methods, this book applies modern network theory to 


the understanding of vacuum tubes and feedback 
systems. 


The author avoids use of abstract mathematics, yet 
gives data and design procedures of practical signifi- 
cance, discussing a wide variety of specific devices. 
The pole-zero design methods, given in easy-to-use 
form, show development of design for a large variety 
of circuits with and without vacuum tubes, and for 
systems with and without feedback. This book is a 
must for anyone interested in design and research in 
linear systems. 1956. 480 pages. 463 illus. $9.50. 


For sale by: 
TELEPHONY 608 S. Dearborn St., Chicago 5, Ill. 
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\TELEPHONE CABLE / 


Dallas 1, Texas 


When you talk about Kennecott lead-alloy 
sheathed cable, longer life REALLY 
MEANS SOMETHING! It means reten- 
tion of full electrical properties over the 
entire long, long life of the cable. That’s 
because every component that goes into 
from copper 
uniformly strong 
lead sheath—is checked 
and tested. Flaws, imperfections and in- 


Kennecott Telephone Cable 
conductor to superior, 
“Young Process” 


ferior materials are ruthlessly eliminated. 
IT’S KENN ECOTT 


Ay , 


me 
i a ial 


THE OKONITE COMPANY 


KENNECOTT WIRE & CABLE DIV. 


SALES OFFICES: 


Denver 16, Colorado* 
Detroit 20, Mich. 
Houston 6, Texas 
Indianapolis 21, Ind.* 
Kansas City 8, Mo. 
i tn te 13, Calif. 

Portland 5, Oregon 


Ninel a Minn.* 
‘ Wise. Roanoke 15, Va. 


*c/o Chase Copper & Brass Co. 


Mobile, Ala. 

New Orleans 12, La. 
New York 17, N.Y. 
Philadelphia 40, Pa. 
Phillipsdale, R. |. 
Pittsburgh 33, Pa. 


St. Louis 10, Missouri 
Sait Lake City 15, Utah 
San Francisco 24, Cailf. 
Seattle 1, Washington 
Syracuse 3, New York 
Tulsa, Oklahoma 
Waterbury 26, Conn.* 
Wilkes-Barre, Pa. 
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Schroeder Named Highway’s 
Western Utility Manager 
Baxter L. Schroeder has been ap- 
pointed western regional sales manager 
of the Utility Division of Highway 


Trailer Co., according to D. V. Wede- 


man, division sales manager. 


B. L. SCHROEDER 


Prior to joining Highway Trailer Co. 
in 1955, Mr. Schroeder had been asso- 
ciated with the Milwaukee Forge & 
Machine Co., Ampco Metal, Inc., and 
the Yates American Machine Co. 


While at Ampco, he introduced high 


iron aluminum bronzes for use by food- | 


processing industries, as a corrosion- 
resistant metal. 

With more than 15 years experience 
in sales and administrative fields, Mr. 


Schroeder will be in charge of sales | 
programming for Highway Trailer | 
Co.’s Utility Division in all states west | 
of the Mississippi River and in the | 


western provinces of Canada. 


Mr. Schroeder attended the Univer- 
sity of Wisconsin. 


me 


# LOOKS LIKE THEY COULD HAVE FOUND A 
BETTER SPOT THAN THAT /* 





look For... 


...On the Reel 


l# means money saved in 
maintenance and replacement 


It is your guarantee that the 
wite has passed 4 stringent 

water submersion test before 
leaving the factory. 


MULTI-PAIR DISTRIBUTION WIRE 
complies with REA Specification PE-15 
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DISTRIBUTION 
WIRE... 





NEW HAVEN 14, CONNECTICUT 
Telephone CHestnut 8-5515 TWX NHS4 


L. M. Berry 50 Years 
In Directory Advertising 
Loren M. Berry was honored on Dec. 
10 by the management personnel of 
L. M. Berry & Co. with a 50-year an- 
niversary dinner in Dayton, Ohio. In 
recognition of his 50 years in the direc- 
tory advertising business, general man- 
ager W. A. Steuer presented him with 
a bronze plaque in behalf of all Berry 
employes. 
manager John W. 
Berry, acting as master of ceremonies, 
read letters and telegrams of congratu- 
lations from leaders in the telephone 
industry; then introduced H. C. Hull, 
statistician; J. P. White, southern man- 
ager; R. A. Maner, Florida 
manager; H. F. Scott, 
manager; and F. L. Hawker, eastern 
manager, each of whom 
experiences in 


General sales 


division 
mid-western 


recalled 
connection 


per- 
with 
the development of the company over 
the years. 

Highlighting the program was the 
presentation of “This Is Your Life,” in 
which Mr. Berry’s life was portrayed 
from childhood through the present. 

Brought out during this portrayal 
was the fact that Mr. Berry was born 
on July 24, 1888, in Wabash, Ind., and 
was only four years old when his father 
died. 


sonal 


He sold newspapers, ran a laun- 


General sales manager John W. Berry (left) and general manager W. A. Steuer 
(center) are presenting the 50-year plaque to Loren M. Berry, president, at L. M. 
Berry & Co.’s anniversary banquet held recently. 


dry route, and worked as a newspaper 
reporter to get through grade and high 
school in Wabash. When he was nine 
years old he developed his first per- 
sonal digging up horse- 
radishes, grinding them, and selling the 
bottled product from door to door. 
His first job after leaving high school 


enterprise — 


...a NEW LINE of fully 
automatic silicon 
battery chargers 
OY cic 


4449460 ¢ 


NEWEST CIRCUITRY 
PROVEN DESIGN 


OF 


TRANSISTORIZED CONTROL 
PRECISION PERFORMANCE 

LONG UNATTENDED SERVICE 

100% SAFETY FACTOR 

ALL COMPONENTS EASY TO REACH 


COMPACT WALL OR RELAY 


RACK INSTALLATION 


FOR COMPLETE INFORMATION CONTACT 
WILLIAM BRYAN, SALES MANAGER 
CUSTOM EQUIPMENT DIVISION 


ACME ELECTRIC CORPORATION + CUBA, NEW YORK 
a ~ - ~ —— = — —_ - —_ 


® ALLEGANY 


N.Y. AND HAWTHOR 


interurban 
timetables. He traveled to various cities 
having interurban lines, sold the adver- 
tising, compiled the timetable, and con- 
tracted with the printer to print his 
publication. He eventually sold time- 
most of the larger cities in 


was selling advertising on 


tables in 
several middle western states. Besides 
interurban timetables, he also sold ad- 
vertising for such other media as an- 
nunciators used in 
for fire alarm cards. 

In 1908, Mr. Berry took a job in the 
advertising department of the Boston 
Store in Chicago. He was there only 
a short time and then turned to a re- 
porting job on the Joliet (Ill.) Republi- 
After working on the newspaper 
10 months, however, he decided he was 
more than in 
journalism, and he went back to selling 
interurban timetables. 


barber shops and 


can, 


interested in selling 


Mr. Berry’s introduction to telephone 
directory advertising was accidental, 
and at a time when the “Yellow Pages” 
almost unheard of. This intro- 
duction came about in 1909, while he 
was selling timetables in Marion, Ind. 
As he was preparing to leave town, he 
was approached by a friend, the man- 
ager of the local telephone company, 
who urged him to remain for a few 
days to sell advertising for the forth- 
coming telephone directory. Mr. Berry 
agreed, and the results were highly 
satisfactory to all concerned. His suc- 
cess in Marion led to further early 
contracts, one at Kokomo, and another 
at Logansport. 

Regretful that he had not been able 
to go on to college after completing 
high school, Mr. Berry entered North- 
western University in 1909. He at- 
tended Northwestern for a year, and 
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— now offers eS 
acco Muminized 
Telephone Wire and Strand 


Here are two new examples of PAGE’s pioneering lead- 
ership—the same kind of leadership that earlier was 
responsible for the development of Stainless Steel 
Strand, and was instrumental in developing Stainless 
Steel Lashing Wire: 

1-Our new ACCO ALUMINIZED Telephone Wire, combin- 
ing the strength of steel with the corrosion-resistance 
of a bonded coating of aluminum. Available in these 
grades: Best Best (BB); Grade 85; Grade 135; Grade 
190 (Support Wire) and Steel Construction Wire. 


2-Our new ACCO ALUMINIZED Steel Strand, also with a 
bonded coating of corrosion-resisting aluminum. 
Made in 3-, 7- and 19-wire construction. Available in 
Common, Siemens- Martin, High Strength, Extra 
High Strength and Utility grades. 


We consider the unique aluminized coating of these 
wires to be superior to Class C galvanizing—in longer 
service life under virtually all conditions. Yet, with all 
their advantages, you can buy them at much lower 
prices! 

For full details, see your Telephone Supply Distributor 
—or write our Monessen, Pennsylvania, office. 


Page Steel and Wire Division 
AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Portland, Ore., 
San Francisco, Bridgeport, Conn. 





| TROYand 
== TIPP CITY 
SEPTEMBER-1959 


For emergency ond service 
calls see pages 1 thru 3.. 


TROY-TIPP TELEPHONE, INC. 
TROY, OHIO 


A Directory for 
Troy-Tipp Telephone, Inc. 


Printed by 


R. R. Donnelley & Sons Company 
350 East Twenty-second Street, Chicago 16 
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TELEPHONE CABLE 
PRESSURE-GUARD 
a& 


PRESSURIZED 
CABLE 
SYSTEMS 


The need for an automatic device to stand guard at inter- 
vals along pressurized cables has long been recognized. Now 
United Electric Controls has the answer . . . The Telephone 
Cable PRESSURE-GUARD. 

Developed by U.E., in collaboration with the Bell System, 
the PRESSURE-GUARD is now available to all Telephone 
Companies as an aid in reducing cable maintenance costs. 

In the past the location of a cable leak was a matter of man 
hours in climbing poles and manually checking pressure 
points. When the pressure guard detects a pressure drop it 
introduces an electrical resistance . . . which indicates at a 
central monitoring source a cable leak and the location. 


Specifications Pressure-Guard 


Field Adjustment Range 

Factory Setting 

Pressure Response 

Proof Pressure 

fe Re ee Oe 0.01 amp 110V DC 

Load Resistor....Carbon composition 330,000 OHM 1 watt 

Take-Off Tube Tinned Copper 6’ x 4” x 0.035 

Drop Wire 6’ Type SJO #18 stranded 0.2 conductor 
6” x 444” x 244” 

Approximate Weight 134, Ibs 


These specifications may be modified in a great variety of 
ways to meet the requirements of any given application 


UNITED ELECTRIC manufactures a complete line of 
temperature, pressure, and vacuum controls. For appli- 
cations requiring custom-built units or modified stand- 
ard units, call upon a UE application engineer for 
recommendations. Write for complete specification and 
pricing data on the Telephone Cable Pressure-Guard. 
Similar data available on all other UE controls. 


yy LL United Electric Controls 
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sold timetables during the following 
summer. When fall came, he felt that 
he would have to continue this work 
until he could get money ahead to re- 
turn to school. By the end of a year 
he was doing so well that he did not 
want to drop his work, so he never 
returned to college. 

In 1910, he moved to Dayton, O., 
where he rented desk space in a down- 
town office building and set up his 
timetable business under the name of 
“The Ohio Guide Co.” He soon found 
that he had time to do other advertis- 
ing as well, and he decided to seek new 
directory business from telephone com- 
panies. This phase of his operations 
continued to grow, and two years later 
he sold his interest in the timetable 
business in order to devote full time 
to directory advertising. 

The next few years saw a steady 
growth, as Berry, firmly convinced of 
the great future of directory advertis- 
ing, secured more contracts with both 
Bell and Independent telephone com- 
panies. Because of this, additional per- 
sonnel had to be obtained for sales and 
clerical work, and physical facilities 
expanded to meet the service demands 
of the increasing list of 
company customers. 


telephone 


This growth continued steadily, and 
today some 1,200 management, sales, 


l 


clerical, and art personnel service ap- 
proximately 270 Bell and Independent 
telephone companies, handling more 
than 900 directories in over 5,500 cities 
and towns. 

The scope of Berry operations ranges 
from Minnesota to Florida, and from 
Vermont to Nebraska. Some of the 
larger directories handled by the com- 
pany include Birmingham, Dayton, 
Louisville, Memphis, Milwaukee, Nash- 
ville, New Orleans, Rochester, N. Y., 
and Tampa. 


Wash. and Mich. Companies 
Linked to SAGE System 


Two more Independent telephone 
companies are now directly linked to 
the Air Force’s semi-automatic ground 
environment (SAGE) system. 

Latest links in the expanding chain 
of information relay sites are the West- 
ern Wahkiakum County Telephone Co., 
Naselle, Wash., and Leelanau Tele- 
phone Co., Empire, Mich. Both com- 
panies were equipped and cut over for 
SAGE operation by the Kellogg Switch- 
board & Supply Co., Chicago. 

According to Kellogg officials, the 
cut-overs were made on schedule and 
demonstrate the vital role of the small 
Independent telephone company in the 
country’s defense preparedness pro- 
grams. Their primary function is to 


attracts the eye day or night, 
promotes more revenue. Colorful, clean, sturdy — 
the BN Booth is best for you, too! 


transmit data and voice information 
from outlying radar and gap-filler sites 
to area control centers. 


The company also disclosed that it is 
speeding completion of 29 similar In- 
dependent telephone company facilities 
for SAGE, as well as 11 heavy radar 
sites and two Bomare interceptor mis- 
sile installations. 


One large project is at Minot, N. D., 
location of an Air Force jet interceptor 
base. Under a multi-million-dollar Air 
Force contract awarded to Souris River 
Telephone Mutual Aid Corp., Kellogg 
will engineer, furnish, install, test and 
help maintain a complete communica- 
tion system. 


When completed, Kellogg states, this 
will be the only such installation com- 
pletely serviced by an Independent tele- 
phone company and will rank as one of 
the largest SAGE sites in the nation. 
Its veins will extend over seven states 
and three Canadian provinces. 


Government Aid 

“If we in private enterprise are not 
careful in avoiding the siren song of 
government promising the solution of 
our problems, we will commit economic 
suicide.’—NEILL DAVIS, executive vice 
president, California Savings & Loan 
League. 


For full particulars, consult your distributor or write 
direct for folder... Benner-Nawman, Inc., 3421 Hollis Street, 


Oakland 8, California. 


a B-N booth is a busy booth! 
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Proof of QUALITY 
is in performance... 
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SUPERIOR 
Telephone CABLES 


are engineered 
for maximum efficiency 


From soft-drawn pure copper conductors to premium 
quality high molecular weight polyethylene outer 
jackets, SUPERIOR Cables are made of the finest ma- 
terials available. 


And the best “physicals” and “electricals” are guaran- 
teed through carefully engineered construction and 
step-by-step electrical tests through all manufacturing 
processes. 


The proof of SUPERIOR quality is in the performance 
of SUPERIOR CABLES .... longer life, less mainte- 
nance with maximum efficiency. 


For complete information, write 


SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, HICKORY, NORTH CAROLINA 





EXTRA Holding Power 
QUICKLY Installed 
TOUGH For long life 


EVERSTICK 
ANCHORS 


For new construction and maintenance 
— Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resiliant, rust 
resistant malleable iron. The toughest 
anchors made. Write for bulletin 





TELE-MUFF Jr. 


The Head Set Ear Cushion 
Designed Especially for 
saa aeamemeste Operators 


Made of Soft Pliable 
Vinyl Foam 
@ Easy on Ear 
@ Inexpensive 
® Attractive 


Write for Details 


Thanks for your splendid re- 
sponse. All orders being 
shipped promptly. 


TELE-MUFF CO. 


Box 832 
San Fernando, Calif. 


Recordak Announces Opening 
Of Hawaiian Office 


James M. Arnold, president of Re- 
cordak Corp. has announced further 
expansion of microfilming equipment 
and services with the establishment of 
a new branch office in Hawaii. Re- 
cordak is the Eastman Kodak sub- 
sidiary in the microfilming and docu- 
ment copying field. 

Heading the new facilities at 1055 
Kapiolani Boulevard in Honolulu is 
Frank E. Lehner, former manager of 
Recordak’s Portland, Ore. office. Mr. 
Lehner has more than 25 years’ ex- 
perience in systems work in the micro- 
photographic field. 


Gigantic Stage 

“History is a mighty drama, enacted 
upon the theatre of time, with suns 
for lamps and eternity for a_back- 
ground.”—CARLYLE. 





FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 


T. E. I. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 
MAY WE BE OF SERVICE TO YOU? 


ARCHIE DAVIS, INC. 


UNDERGROUND CONDUIT AND 
MANHOLE CONSTRUCTION 
BURIED CABLE—CABLE PLOWING 
POLE LINE CONSTRUCTION 
522 Forest St., Jacksonville 2, Floride 
Telephone: Elgin 3-7501 


ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEY S—APPRAISALS—Coastree- 
tion and Mointenance of and Under- 

ground T b Potene = pes supply of 
poles Slee exallllile for emergency reqsiremests. 


48 —s STREET 
BINGHAMTON, WN. Y. TEL. 2-7215 


TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


PROFESSIONAL ENGINEERING 
AND CONSTRUCTION SERVICES 
Piant Construction Crews + Installer Repairmen 
Cable Splicers 
CENTRAL OFFICE INSTALLATION 
HENKELS & McCOY 


PHILADELPHIA 
1800 Johnson St. Elkhart, ind. Tel. Congress 4-1121 
Atlanta, Ga. CE-7-4153 Ocala, Fla. MA-9-1284 
Ashland, Ohio § 3-7543 = St. Johns, Mich. f-4 
Pe by i. 6-1850 St. James, Minn. 
Lebanon, Ky. 660 Wausau, Wis. 2- 2386 
PERFORMANCE Has Built Our Business 


CABANISS-POGUE COMPANY 


Consulting Engineers 
Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
121 S. Pinckney St. Madison 1, Wis. 
Telephone ALpine 6-0247 


McGRATH 
ENGINEERING, INC. 


Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


wc" 
4 Je Sahtes 
MURPHY)”: Souci 
ENGINEE: ee LABORATORIES, Ine. 
7. \ Write For 
" FREE 


4419 TULSA scoi a , 
HOUSTON 24, TEXAS ? Literature 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 
Engineering 

120 S. La Salle St. 


Chicago 3, Ill. Tel.: FRanklin 2-5924 


Celecommuniration 
Consultants 


P.O. BOX 6224, MOBILE, ALABAMA 
TELEPHONE GR 7-7020 OR GA 6-7767 


“Complete Engineering Services” 


CABLE CONSTRUCTION CO. 
1512 Center St. Tacoma, Washington 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 
Paoli, Indiana 
Phone 7821 
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VF REPEATERS (dry line) ($500 value) $100 


- TRY AT OUR RISK - 


Every sale has lead to reorders 


12 to 18 DB gain 

(2 or 4 wire) 
115-230 VAC & 12 VDC 
building-out network & 
protection built-in weath- 
erproof wood case re- 
movable for 19" rack 
mtg. Brand new... .$100 

Good used.... 75 


- manual loaned free - 


OA-8 W.E. VF REPEATERS (3-circuit) 
7'x19" steel rack with 2-4 wire hybrid & composite telegraph set. New $300 


VF RINGER, EE 101 (2-circuit) W.E. 20 cy-1000 cy-20 cy 


115-230 VAC [also 12 VDC) 


CARRIER, 3-channel+ VF 


W.E. CFIA (Sig. Corps) 


Repeaters, for use with CFla 
CF3A, new 


W.E. C-Carrier Terminals 


C-Carrier Repeaters 


TEST BOARDS & 
EQUIPMENT 


Brand new, W.E., Wire Chiefs’ 
Patch cords & plugs 

Jacks & Mountings 

Relay Racks 

Bridges—L&N 

Transmission Measuring Sets 


Portable line Test sets 


$100 


MDF PROTECTORS 
Complete 


W.E. +1435 W, 20 pr..$10 new 
1268 A, 20 pr.. 10 new 
1269 A, 20 pr.. 10 new 
C50 A, 50 pr... 40 new 

25 recond. 

42 new 

37 recond. 


10 new 
12 new 


C52 A, 52 pr. 


A.E. +675, 20 pr. 
22 pr. 


MDF VERTICALS, W.E. & Cook 
cable rack & fittings 


W.E. Interior Terminals & Chambers 
protected & unprotected types 


Raytheon Rectichargers - Rectifilters 
24 Volt 


Shipped On Approval 
Satisfaction Guaranteed 


Huge Savings on everything in 
our multi-million dollar stock. 


Let us quote on your other needs 


SWITCHBOARDS, manual 


W.E. #12 (universal) new (also 
BD! 10) 


W.E. +605 PBX new 


W.E. 551A PBX rebuilt 
20 to 60 line 


W.E. +506 PBX (cordless) 
7 to 12 line, rebuilt 


Kellogg CB (universal) 1600 type 
Per spec 38008 (post war) 


16 cord circuits (univ. per +4501-I, 
5) 

SL, 2 or 4 or 10 party ringing 

+258 jacks and +25 lamp jacks 


wired to multiple cables (little 
wear) 


Line & cut-off relays wired to term. 
on relay racks—also trunk & mag 
equip. power board, etc. (priced 
to move now) 


Kellogg PBX K-100 (100 line) 


new & rebuilt 


Kellogg PBX (Cordless) +1007 
5x12, brand new......... .$150 
also some 5x20, new. . .$200 


Kellogg 200 line CB-LB Central Of- 
fice, used | year (like new) $800 


Stromberg-Carlson +106 PBX (80 
...... $400 


line) like new. ... 


SWITCHBOARD PARTS 
(all mfg.) 
New & Good Used 
Jack & Lamp Strips 
Line & cut-off relays, trunk, etc. 


Cord & plugs, lamps & caps 


Lamps: 
W.E. A-1, 24 volt, new $16C 
G.E. 24B, 24 volt, new 16C 


G.E. 18B, 18 volt, new... 16C 
many others (same price) 


The Telectric Co. 
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CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


HELP WANTED 


MANUFACTURER’S REPRE- 
SENTATIVE — WANTED TO HAN- 
DLE LINE OF SPECIALIZED 
TELEPHONE EQUIPMENT. WRITE 
BOX NO. 4341, c/o TELEPHONY. 








REPAIRMAN to rebuild telephones | 
and small switchboards. Steady, good | 





working conditions. Middle aged man | 
preferred. Telephone Repair & Supply | 
Co., 1760 W. Lunt Ave., Chicago 26, Il. | 


AMBITIOUS MEN qualified as Sta- | 





tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid- 
west. Harris-McBurney Company, Inc., 
P.O. Box 267, Jackson, Mich. 





HELP WANTED 


CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 1800 John- 
son St., Elkhart, Indiana, or 6100 N. 
20th St., Philadelphia, Pa. 


TELEPHONE ENGINEER — Must 


be an electrical engineering graduate | 


with experience in plant, traffic and 
commercial departments. This is an un- 
usual opportunity for an engineer with 
managerial and administrative ability 
to use and develop all of his possi- 


| bilities. Location—Southern Connecticut 


TELEPHONE ENGINEER with de- | 


sign and construction experience for 
Project Engineer position in West In- 


dies. Write Box No. 4336, c/o TELEPH- | 


ONY. 


—at the headquarters of a nationwide 
utility company. Reply sending a com- 


plete resume to Box No. 4338, c/o TE- 


LEPHONY. 


POSITION WANTED 





ACCOUNTANT AND 
CIAL SUPERVISOR by Class A tele- 
phone company, 6,000 stations, two ex- 
changes. Write giving details of 
education and experience. Citizens Tele- 


COMMER- | 


phone Co. of Clay County, Inc., 12 W. 


National Ave., Brazil, Ind. 


Experienced man holding Class "B" 
license who can maintain microwave 
and do general telephone repair. Live 
and work in seacoast area of southern 
California. Excellent pay. Write to 
Box 3141, Beverly Hills, California. 


| telephone company 





17 YEARS’ EXPERIENCE in plant, | 


traffic, commercial, toll separations and 


management. Available soon. Write Box | 


No. 4345, c/o TELEPHONY. 


WIRE CHIEF, Equipment Engineer- | 
| ing or Maintenance position. 


ence desires permanent responsible 
technical position with an Independent 
in Pennsylvania, 


| Virginia or West Virginia. Thoroughly 


trained in step-by-step dial switching 
and toll ticketing systems. Telephone 
engineering and supervisory experience. 


| Write Box No. 4343, c/o TELEPHONY. 





For an EMERGENCY or Permanent Installation 
WESTERN ELECTRIC +12 SWITCHBOARD 


4 Positions (15 Cord Pairs per position) Cord Circuit +SD-15178-01 
Universal 2 party Selective or 4 party Semi-Selective Ringing with 


single key operation. 
480 
48 


Lines, | full multiple on 4 panel basis. 
Strips, W.E. #275 Jacks on 217A Mtg. (20 per) 


Strips, W.E. 412 Lamp on 137 Mtg. (20 per) 


Dial and Dial Cord per position. 


Power & Battery Rack with Charger less Batteries. 


All Jack and Lamp Strips are wired to Terminal Blocks ready for easy 
installation. 


Equipment offered is in good condition “as removed from service." 


Available immediately. 


WRITE or CALL 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD WHUdson 8-0655 COLUMBUS 21, OHIO 





Young 
man with nine years telephone experi- | 


| TESTER Model 





WANTED TO BUY 


WANTED ALL MAKES OLD 
TELEPHONES—our truck will = 
ele- 


up and pay you Cash on the spot. 
phone Co., Turtle Lake, Wis. 
TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 


Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 


WANTED 


All types of new or used tele- 

phone handsets or parts of 

handsets 

U-1 or HA-1 Receiver Units 

T-1 or F-1 Transmitter Units 
Cords, plugs, etc. 


TALLEN CO., INC. 
159 Carlton Ave. 
Brooklyn 5, N. Y. 
TRiangle 5-8241 


FOR SALE 


45—MURPHY ONE-MAN CABLE 
C, good condition, 
greatly reduced price. Write Box No. 


| 4837, c/o TELEPHONY. 








LEICH 901-wall or desk magneto tele- 
phones. Cleaned, tested and guaranteed, 


| $16.50 each. As removed from service, 
| no broken or missing parts, $15.00 each. 


Turtle Lake Tel. Co., Turtle Lake, Wis. 


_ 15,000 POUNDS OF .128 COPPER- 
WELD LINE WIRE, approximately 





| five to six years old. Will sell for $27.00 


per hundred weight. If interested, con- 

tact W. Ritter, Purchasing Agent, 

— Ohio Telephone Co., Bellevue, 
10. 


UTILITY (INSTALLER) TRUCKS 
1951-52 half-ton Ford Bell telephone 
trade-in’s. Good rubber, mechanically 
perfect, $495.00 — $595.00. Gies Ford 
Sales, Inc., Chicago Heights, Ill. SKy- 





| line 5-2322. 





TWO NCR BILLERS. Both Model 


| 31-10-08. 16” carriage. Five years old. 
| One NCR Straight Line Biller. Model 
| 21112 (119) 169-Standard. Two IBM 


Toll Billers. Serial Numbers 213172 


| and 213173. Eleven years old. Three 
| Ticket Sorting Racks. Grey finish—like 
| new. Orange County Telephone Co., 
| Middletown, N. Y. 





SPECIAL SALE ON TELEPHONE BILLING MACHINES 
FOR MAKING UP MONTHLY SECTIONAL BILLS 
This equipment is in perfect running condition, in 
new grey color. 5 only available Model 21112 (119) 
1! Totals 7 column for billing. 5 column for iden- 
tification. Priced new approximately $8,000. Our 
price $1,500. Also 10—8 totals only Model 20812 
(HUNT), same specifications as a 


bove. new 
$6,000. Our crice $850.00. Write Box No, 4342, 


c/o 


|_| TELEPHONY. 


TELEPHONY 





INSPECTION SERVICE 


“AT TIMBER — PLANTS" 
crossorms, ative treat- 


Of poles, and preserv 
ments. Analysis of wood preservatives. Con- 
sultation and 


writiag. 
A. W. WILLIAMS INSPECTION CO., INC. 
of LABAMA 


PENTA WOOD PRODUCTS, INC. 


Northern Pine poles. 
treated with penta. 
TRUCK DELIVERY. 


SIREN, WISCONSIN Tel. 34 


Pressure 
PROMPT 


ATLANTIC 


Creosoting Co., Inc., 17 Battery PI., N. Y. C. 


PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Pa. 
Savannah, Ga. 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co. — Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 


Dierks Forests, Inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles all sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 


2% penta mixture. Prompt shipment. 


Eppinger & Russell se, 80—8th Av- 
enue, New York 11, gs Creosoted 
Poles and Cross Arms. Planis: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 


International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 


International Paper Co., Wood Pre- 
serving Division —926 Grand Avenue, 
Kansas City, Missouri—‘LONG-BELL” 
pressure-treated Southern Pine and 
Douglas Fir Poles—Creosote or Penta. 


Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut. Address inquiries to Box 
1662, Spartanburg, S. C. 





Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with “‘Penta."’ 
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One-position Automatic Electric Local Toll and DSA Switchboard 


equipped with: 


12 cord circuits 
Electric Calculagraph 
Dial 


9 jack strips of 10 jacks each 
1 alarm indicator group 
10 indicators 


Plus Attendant Automatic Electric Equipment: 


2 19-inch by 9-foot relay racks 
1 fuse alarm group 

3 night transfer relay groups 
2 local information trunks 

8 operator CLR trunks 


1 Lorain CC60 Subcycle 

10 OG dial trunks 

3 toll station trunks 

1 verification trunk 

5 ring down toll or magneto trunks 


Write Pecos & Northwestern Telephone Co., Inc. 
Pecos, Texas 


ORDER FROM L. E. S. 
AND PAY LESS 


LINEMEN'S CONSTRUCTION TOOLS 
PROMPT DELIVERY FROM STOCK 
Send for Bargain Stock List No. LT. 


LINE EQUIPMENT SALES 
46 W. Harrison St. Chicago 5, Ill. 





CABLE 
SHEATH 
STRIPPER 


¢ HANDY « FAST « SAFE « EFFICIENT 
¢ EASY TO USE 


Slits plastic or fabric covered cable. Rigid 
Phenolic Handle. Stainless steel saddle holds 
guide and blade in place. Groove guides and 


supports cable. 2 extra blades. 
$7.80 each 
ic. 


P. K. NEUSES, IN 
511-19 N. Dwyer St., Arlington Heights, Il. 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 





FREE Estimates 
PLOWING 


(Buried wire & cable) 
Call Collect 


MULLEN 
CONSTRUCTION COMPA Yo 


002 E. Wisconsin Ave 
Appleton, Wisc 





Acme Electric Corporation 
Acme Visible Records, Inc 
Advanced Communications 

Engineering 
Airtronics International Corp 
Alphaduct Wire & Cable Co., The.. 
Altec Lansing Corp 
Aluminum Company of America 10-11 
American Chain & Cable Co., Inc. 

Page Steel & Wire Div ‘ 
American Creosoting Corporation... — 
American Electrical Heater Co..... — 
American Steel & Wire Co 
American Telephone & 

OE SG a os crcewas ss vous — 
Anaconda Wire & Cable Co....... — 
Ansonia Wire & Cable Co., The.... 
Arps Corporation 
Atlantic Creosoting Co., 

Auburn Machine Works, Inc 
Audio Development Company 
Automatic Electric Sales 

GRD ot cuew aes ae 12-13, 22-23, 34-35 

Avnet Electronics Corp -- 


Baker Wood Division 
Barber Advertising 
Specialties, Walt 
Barber-Greene 
Bartlett Tree Experts............. 
Bell Telephone Laboratories, Inc... 
Benner-Nawman, Inc. ............ 
Bethlehem Steel Co 
Berry & Co., L. M 
Bishop Manufacturing Corp 
Bohnsack Equipment Co........... 
British Insulated Callenders’ 
I RN ae scat aX wu os one 
Brown Mfg. Co 
Buchart Associates 
Budelman Electronics Corporation. 
Buckeye Telephone & Supply Co. 36, 6 
Burgess-Manning Company § 
EAPO 
Butler Manufacturing Co 
B. Y. Dial Service 


C&D Batteries, Inc 

Comemerae GA. 6.5. + ceweewcns 

Cable Construction Co 

Cable Spinning Equipment Co 

Calculagraph Company 

Cereske Co., William 

Chicopee Mills, Inc 

Chance Co., A. B 

Charles Machine Works, 

Cleveland Inst. of Electronics...... 

Clifton Appraisal Company 

Collins Radio Co 

Colorado Fuel & Iron Co., The.... 

Commercial Cord Company, Inc.... § 

Communication Equipment & 
ee a 

Cook Electric Company 

Copperweld Steel Co 

Crane Inc., Carl C 

Cushman Motor Works, Inc 


Dahl Co., Inc., George W 
Dampp-Chaser, Inc. .............. 
Davis Construction Co 

Davis, Inc., Archie 

Dial Haven, Inc 

Diamond Expansion Bolt Co 
Donnelley & Sons, R. R 
Duo-Safety Ladder Corp 


E. & C. Contracting Co........... 6: 
Electric Specialty Co 


66 


to AD 


Page 
Everstick Anchor Co 
Exide Industrial Division— 
The Electric Storage Battery Co. 


Fitchburg Engineering Corporation 
Foley Construction Co., Robert E.. . 
Gagne Enterprises, Inc 
General Cable Corporation 
General Insulated Wire Works..... 
General Machine Products Co., Inc.. 
General Telephone 

BTOGUOEY CO. ooo ccccces Back Cover 
Gould-National Batteries, Inc 
Graybar Electric Co 
Haley & Co., R. G 
Hallamore Electronics Co 
Harris McBurney Company 
Henkels & McCoy 
Highway Trailer Company 
Hirsch Organization Inc., Gustav... 
IS ire S ok Wintgtan(s-sir ais wkehe old — 


Indiana Steel & Wire Co ¢ 
Erwan Aaeer Bit Co... wc. cccccccss — 


Johns-Manville 


Kearney Co., Jas. J 
Kellogg Switchboard & 

Supply Co. 
Kennecott Wire & Cable Div 
Keystone Steel & Wire Co 
Killoren Company _- 
Klein & Sons, Mathias............ 44 
Kleinschmidt 
Koiled Kords, Inc. 

Wood Preserving Div 
Leich Sales Corporation 
Lindsay Telephone Supply Co 
Line Equipment Sales............ 65 
Lorain Products Corp., The 5 
Magnolia Chemical Co., Inc........ 
McCabe-Powers Body Company... . 
McGrath Engineering, Inc 
Monsanto Chemical Co 
maorrison-Peisue Co. ..........00.: 
Morton Electronics Co., Chester... 
Mullen Construction Co 
Murphy Engineering Laboratories. 6: 
Natco Corporation 
National Pole & Treating Div 
National Standard Co 
National Telephone Supply Co 
Neubauer Mfg. Co 
Neuses, Inc., P. K 
North Electric Company 


Onan & Sons, D. W : 
Orangeburg Manufacturing Co., Inc. - 


WESTERN REPRESENTATIVE: 
McDonald-Thompson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
620 Sherman St., Denver, Colo.; 
National Bldg., Seattle, Wash.; 
3217 Montrose Blvd., Heuston, 
Tex.; 2727 Oak Lawn Ave., 
Dallas 19, Tex.; 404 Times 
Bldg., Portland 4, Oregon. 


Osmose Wood Preserving Co 
Owens-Illinois 


Page & Hill, Inc 
Page Steel & Wire Div. 

American Chain & Cable Co..... 
Panoramic Radio Products, Inc..... 
Penta Wood Products, Inc 
Phelps Dodge Copper 

WOOT. cock OSS ei este es 8-9 
Philco Corporation 

Gov’t & Industrial Div 
Plastic Wire & Cable Corp 
Porter, Inc., H. K 
Power Unit Sales Co 
Preformed Line Products Co 
Presin Company 
Puregas Equipment Corp 


Radio Frequency Labs, Inc 

Railway Communications, Inc 

Ramset Fastening System 

Rawlplug Company, The 

Raytheon Company — 
I SEE ick. o wdiidaen ae 'g saree — 
Reliable Electric Company - 
Republic Creosoting Company 

Rex Corporation, The 

Rohn Manufacturing Co........... 
SIN SIN oid. 6.6 Gite wiw o <0 016.4 0jae — 
Runzel Cord & Wire Co 


S & G Manufacturing Co 
I WI, Ges 6 0 6 ove coun 
Seymour Smith & Son 

Sherron Metallic Corp 

Sierra Electronics Corp 

Sloan, Cook & Lowe Co 
I Soins Gicrin wie fie ee — 
Stampings, Inc. 

Stewart Bros. 

Stromberg-Carlson Co. 

Studebaker Packard Corporation... 
Superior Cable Corporation 

Suttle Equipment Corporation 


Taylor-Colquitt Co., The 
Telecommunications Consultants . 
I Es: oa ein eurae > aa ohne. tiw amen 
CN re eer ere eee eS 
Tel-E-Lect Products, Inc 

oO ge eae ere ae 
Tele-Wire Supply Co., Inc 

Telkor, Inc. 

Templeton, Kenly & Co 

Thornhill Publishing Co 

Truck Equipment Company 
Tudor & Yager, Inc 


United Electric Controls Co 

U. S. Industrial Chemicals Co 

United States Instrument Corp..... 

United States Motors Corp 

United States Steel Corp. 
American Steel & Wire Co....... 
Creosote Division 

Universal Controls Corp 

Utility Service Co., Ine 

Utility Tool & Body Co 

Warren Mfg. Co., The 

Weikel Line Company 

Western Electric Co 

Whitney-Blake Co............... 56-57 

Williams Inspection 
Co., Inc., A. W 

Wiremold Co., The 

Wyoming Valley Equipment Div.... 


York-Hoover Corporation — 


TELEPHON 





Philco CLR-9 Microwave Relay 

with 240 voice channel capacity 
Available in Common Carrier 
Industrial and Government bands 








THE . 
LAST 
WORD... 


and your guarantee of 
peak performance, reliability 
and economy in 


COMMUNICATIONS SYSTEMS 


Philco . . . the pioneer in microwave communications . . . offers un- 
equaled experience and capability in designing complete communica- 
tions systems to meet your specific requirements. Philco Microwave 
Systems insure maximum all-weather reliability and cost far less than 
wire lines to install and maintain. They provide highest quality, un- 
attended, point-to-point transmission of voice, teletype, VHF, facsimile 


and data . . . plus telemetering and supervisory control information. 
Philco’s famous Turnkey Services . . . including site surveys, system 
planning, installation and field service . . . are at your command. Philco 
engineers will be glad to discuss your communication problems, with- 
out obligation. Complete information will be sent on request. Govern- 
ment & Industrial Division, 4700 Wissahickon Ave., Phila. 44, Pa. In 
Canada: Philco Corp. of Canada Limited, Don Mills, Ontario. 


PHILCO 


Let our “Revenue Men” show you 


THE MEANING OF 


Take a man like 
Bill Chew... 


Bill is one of our “Revenue Men” in 
Johnstown, N. Y. 


A member of the Golden Directory 
Club for sales achievement, he is 
representative of the “Revenue Men” 
who help telephone companies in- 
crease their revenue from directory 
sales. 


Bill started work with the General 
Telephone Directory Company as a 
sales representative in Herrin, Ill., in 
1953. In 1957 he was promoted to 
sales supervisor and transferred to his 
current post in Johnstown, N. Y. 


He and his wife and their three daugh- 
ters and one son now live there, where 
Bill, a semipro baseball player for ten 
years, manages a home-town boys’ 
baseball team. He is also on the Board 
of Deacons of his church, as well as 
being a Sunday School teacher. 


Bill Chew is another example of the 
“Revenue Men” who work for the 
General Telephone Directory Com- 
pany—who work for you, and who are 
an asset to any community in which 
they live. 


DIRECTORY 
COOPERATION! 


You get more than extra sales when you put one 
of our ““Revenue Men” to work on your directory. 


His manners, his methods will be a positive credit 
to your company. He’ll be welcomed by your 
advertisers. 

He’ll work together with you to produce a book 
you can be proud of. A directory with complete 
Yellow Pages service—showing the public where 
to go for all kinds of purchases, rentals and serv- 
ices. A directory with maximum accuracy, maxi- 
mum revenue. 


And you won’t have a worry in the world. Selling, 
publishing and printing are all done to perfection 
as part of our Complete Directory Service Plan. 


Want to know more about it? A phone call or 
letter to our nearest office will bring a representa- 
tive on the double. 


GENERAL TELEPHONE 
DIRECTORY COMPANY 


1800 Oakton Boulevard 
Des Plaines, Ill. Find It Fast 
VAnderbilt 4-2164 In The 


ellow Pages 


% 


DIVISION OFFICES: Bloomington, Ill. 

Columbia, Mo. + Durham,N.C. «+ Erie, Pa. + Fon Wayne, Ind. 
Honolulu, H.!. * Lexington, Ky. « Long Beach, Calif. * Madison, Wis. 
Manila, P.!. + San Angelo, Tex.» San Francisco, Calif.» Spokane, Wash. 








